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87 MARKETS! 


7,232,500 VIEWERS! 


STARTING FEBRUARY 9, THE PINKY LEE SHOW WILL BE RENEWED FOR SPRING, 1956 


Meather Bid Stes 


Peters Shoe Company, Division of International Shoe Company, St. Lovis 3, Missouri 





NOW IN-STOCK IN 19 CITIES * 75 NUMBERS IN 9 SUMMER COLORS! 


Hye kios : 


BRINGS YOU A 


NEW PROFIT SLANT 


ON PLAYSHOES 














Featuring 

heel-to-toe foam cushion 
top lifts 

all leather construction 


low. and high 
wedgies 
to retail at $3.99 and *4.99 





Nationally advertised in 
Charm Magazine 


for free catalog write: 


HUSSCO SHOE CO., 1328 Broadway, N. Y. C. - Factories: Honesdale, Po. - Canada West Shoe Co., Winnipeg 








TAKE ONE HOUR to see and 
hear the facts about the 66 
BROWN FRANCHISE STORE PROGRAM Os 


profitable hour we 
ever spent”... f 





says Art McCoy 


president of McCOY SHOE STORES, Inc. 


LOOK AT THIS RECORD OF 29 YEARS 
OF SUCCESS AND GROWTH 


In 1926, Art and Dick McCoy took one hour 
to get the facts on the Brown Franchise Store 
Program. What they heard sounded good 
and the McCoy Shoe Store in Robinson, Illi- 
nois, became a Brown Franchise Store 


The second McCoy Brown Franchise Store 
was opened in Centralia, Illinois, in 1931 

The third McCoy Brown Franchise Store 
was opened in Paris, Illinois, in 1936 and with 
the opening, Chuck Inge joined the McCoys 

The fourth McCoy Store opened in Salem, 
Illinois, in 1940. Of course, this is a Brown 
Franchise Store too. 


And, the fifth McCoy Brown Franchise 
Store has just opened in Fort Myers, Fla. 


take 
one hour 


See and hear 
the facts about the | In | hour a Brown Franchise Man will 
e show you an easel presentation about the 
Brown Franchise f program that is bringing continued success 
Store Program q to hundreds of independent shoe retailers 
for yourself You know what this hour meant to MeCoy 


" . 
Shoe stores, It could he the most profit 
able hour you've ever spent too, Call, wire 


or write grown Franchise Stores Division 


Brown Shoe Company 


St. Lovis ... Makers of: Air Step + Buster Brown + Official Boy Scout Shoes 
Official Girl Scout Shoes « Life Stride * Naturalizer + Pedwin + Propr-Bilt 
Risqué + Robin Hood + Roblee * Westport 
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million 
new baby feet to fit! 


and more of them will be 35 for you with 


Nr Lily, Baby Bi Shoee 
of Ero. TEK: &tlV quality i 


WELT and CEMENT CONSTRUCTION 


In 1956 the Baby market will expand by 4,000,000. You'll see a 
share of this increase in your community. This is important to 
you because a new Baby shoe sale means a new customer 

for years to come. You'll get a bigger share ofthis giant 
market with Pro-tek-tiv Flexible Baby Shoes. 

Terms 5%—30 days, f.0.b,, Reading, Pa 

COMPLETE IN-STOCK SERVICE 


910; WHITE 922 
i BROWN & WHITE 


923 
y BLUE & WHITE SAMPLES IN 
Room 411, Marbridge Bldg 


47 W. 34th St., New York City 
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Room 919 Haas Bldg., 219 W las [7 FLEXIBLE! 
BY 

7th St., Los Angeles, Calif 1)! 








913, WHITE 
4to6 es 
\ CtoE 3to6 $3.50 
. FINE QUALITY CHILDREN’S SHOES SINCE 1882 


Curtis Stephens Embry Co.,iInc. 


Reading, Pennsylvania 





914 a — 1204: WHITE Lined r ~.. 1202: WHITE Unlined no z~ 1207: WHITE Unlined 
> (Cement Construction) \ (Cement Construction) sae \ "The Crawler” 
\ \ (Cement Construction) 


B to EE 3to6 $3.50 2to5 $2.90 2to5 $2.90 














the extra 
measures 
In LEVOR 


whites 


fs Sr 
wt tony. 


The man who drives one o/ 
the finer cars: who calls for 
premium heverages at his club 
ora restaurant: who might be 
a shor retailer ollerim opera 
pumps at > 'y9 00 or more a 
paua wellas at $10.95, knows 
what were talking about 


Broadly, it’s Quality. Speci/i 
cally, precise landards in buy 
ine our tau toch f radin 

sorting and selecting finished 


leathes hol indi iduali ed 
There’s a sure dividend in shoes fashioned necd 


of LEVOR whites. The manufacturer wets 


‘ al CusSLONMIGCH 


more vood-u ill from the retail customer who 


checks the incoming stock. 


Women think highly of the store where their 
fine-wearing white shoes were bought. 


Without such value, the price you pay 


CLOVER CALF & KIP 


paphable KID & CABRETTA 


means nothing. 


and also in White, 


TAN-ART SUEDE 
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Founded 1882—73 Years Continuous Service to the Shoe Industry 
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SHOCKING SOFT PAT 


Black Suede Medium and Light Grey 
Black Patent Suede Combination 


$5.75 VENUS BOW Maple and Coppertone 
‘ Suede Combination 
Black Calf Black Suede S , All Over Blue Suede 
ea Black Calf All Over Black Suede 
ssa $5.85 


Briarwood Calf 
Avocado Green Calf 


New Wedgewood Blue Calf TEASE 


$5.85 om Black Suede 
No $5.75 
Black Calf 
$5.85 


FINESSE FLIRTATION 
Black Suede Black Suede 


SOFT PEARL 
Black Calf ium and Light Grey Suede 


$5.75. “ ) White Pearl Buckle 
Black Calf ais =a SO th 


4 - ombination Amber Pearl Buckle 
Briarwood Calf All Over Blue Suede 


Navy Calf MELODY White Pearl Buckle 
Black Suede Smoke Poor! Buckie 


ke Pear! Buckle 


Black Calf - . $5.85 


aS) 
Navy Calf AAAA AAA AA be 8 ) 
$6.35 6-10 54-10 44-10 4.10 3%-10 


TERMS —2%-30 DAYS 


All Stock Orders should be sent 
direct to Washington, Missouri 


SMOOTHIE ° 2 - 
SHOE CO. Ine. 
Black Suede 


hington, Missouri 
Black Calf, Navy Calf saeaantite steading: 


$6.35 a 
VENUS SWIRL 


Black Suede 


Black Calf $6.35 
SALES OFFICES: ST. LOUIS, NEW YORK, DALLAS, LOS ANGELES, BIRMINGHAM, CHICAGO, PHILADELPHIA 
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STYLE LEADERS 


MAKE 


SALES LEADERS 


(OLMLLTA 
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DIVISION OF GENERAL SHOE CORP 


TO RETAIL AT 


$995 to $1495 


most styles 


@ When it comes to imaginative shoe styling, Fortune leaves its com- 
petitors ‘at the starting gate.’ Just look at these current examples— 
two unusual and easy-wearing ‘‘Informals"’ in the Italian manner. 
And these are no isolated examples—the new Fortune line is full of 
style leaders that will be sales leaders 

It's no wonder that the dealer who promotes Fortune shoes with the 
vigor and enthusiasm they deserve is a prosperous dealer, for he has 
even more than a line of distinctive shoes. He has a powerful program 
of national advertising that presents him, almost on a ‘'silver platter,”’ 
a great pre-sold Fortune market (twelve national ads next spring). And 
he has a program of skillfully planned dealer aids for windows and 
newspaper advertising that make his task much, much simpler. 

All told, Fortune's new proposition fairly explodes with power. If 
you're a dealer who wants to make more sales on less effort, it's a 
proposition that bears full investigation. Write us today for details. 


Fortune Shoe Company, Nashville, Tennessee. 
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Only Goodyear has the right cushioning for all types of footwear! 


for foamy, luxurious 
applications in which the 
cushioning also enhances the style 


to replace conventional fillers 
in high style footwear where 
cushioning must NOT add bulk 





AND ALL CAN HAVE THESE EXCLUSIVE AIRFOOT ADVANTAGES: 


AIRFOOT is lighter-weight for its 
density than other foam rubber 
cushionings — yet so tough 
that the thinnest layer sur- 
vives heat, humidity, flexing, 
poor aeration and sidewalk- 
pound as can no other. 


AIRFOOT gives unvarying support— 
its greater density assures 
instant comeback that never 

slows down — gives full cush 
ioning advantage every step 
of the way. 




















AIRFOOT has balanced ventilation— 
it “breathes” all over because 
Goodyear’s precisely con- 
trolled aerating process dis- 
tributes interconnecting air 
cells evenly—no weak spots to 
flatten out! 


AIRFOOT ovtlasts the shoe! Years 
in development, thoroughly 
tested under all conditions, 
AIRFOOT doesn’t crumple, 
crumble or pack down—exerts 
gentle, buoyant, upward pres 
sure for the life of the shoe 











ews Sites canal 
Remember —Goodyear announced AIRFOOT in February, 1954—and SuPER AIRFOOT in September, 
1955. These are the world’s FIRST foam rubber cushionings designed specifically for footwear — and 
Goodyear research continues to forge ahead. Contact Goodyear, Airfoam Dept., Akron 16, Ohio, for 
attested performance records of 
| BU Pi Be Ly, ; y 
| we 7 AND wy , GO 
MADE ONLY BY fel EAR 
Airtoct, Airtoar T.M.'« The Goodyear Tire & Rubner Company, Akron, Otrie 





WORLD’S FIRST, FOREMOST AND FINEST FOAM RUBBER CUSHIONINGS DESIGNED SPECIFICALLY FOR FOOTWEAR! 
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WE FIT ‘em ali - INFANTS, CHILDREN and MISSES 


YvYouU FIT their budgets = with Judy ’n’ Jerry foot- 
wear (priced to retail trom $2.69 to $5.50) 


TH EY FIT the growing foot... 


Judy 'n’ Jerry tootwear offers exclusive 
features, scientifically designed 
to help young feet grow heaithfully 
and to allow proper ‘breathing’ space. 


AND - AVERAGE MARK-UP S$” 


® @ 
ud a Cc riry For NEW catalog or salesman'’s call, write to 
& * e 


SHERMAN BROS. SHOE MFG. CORP. 


230 Jackson Street, Lowell, Massachusetts 
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VINER SELLS MORE HAND SEWN 
MOC-CASUALS THAN ANY OTHER 


SINGLE MANUFACTURER IN AMERICA! 


AND HERE'S WHY 
VINER 


.continuous volume production gives 
you a terrific price advantage for a qual- 
ity line! 


VINER 


. quality can’t be equaled at the price 

. and Viner quality is controlled qual- 
ity. Customers buy with confidence, 
again and again! 


VINER 


extras build customer satisfaction: 
genuine hand sewn construction... foam 
rubber sock lining steel shank 


extra large size run! 


VINER 


... In-Stock Service is fast service—same 
day shipments are the rule. Sizing up is 


sure and easy inventory control is 


simplified . . . turnover speeded up! 





VINER BROS 


Bangor, Maine 


VINER GIVES YOU MORE...IN STYLING, IN QUALITY, 
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IN PROFITS! 








Children’s shoes get daily testing 


AVON ITE. 


TRADE MARK REG 





a, SOLES 


with 


aos CONFIDENCE 





not on all shoes...just the best ones 
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that no laboratory can equal... 


SOLES 


make shoes equal to it 
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The Lasting Machine 


The Model D Toe Lasting Machine takes 
the back break out of flat toe lasting without 
compromising quality. This modern semi- 
automatic machine’s yielding upwipe, con- 
trolled distributing action, powerful double 
overwipe and heavy bedding pressure com- 
bine in improved form the same bed lasting 
principles which have been used in making 
shoes for s0 many years. 

Like any other semi- 
automatic machine, the 
results depend largely 
the shoe 


The 


on prepara- 


tion. conditions 


, 


that Operators Prefer 


required are simply good shoemaking, as 
successful users will testify. Provide them, 
and this machine really pays off on unlined 
and combined-lined shoes. 

The TLA-D has lasted the toes of millions 
of pairs of men’s, women’s, and children’s 
cement flat-lasted shoes. To present users it 
means high production, consistent quality, 

and ease of opera- 
tion. It can mean 
the same to you. 
Call or write your 
local (J repre- 
sentative. 


Wet TOE 
LASTING 
MACHINE 
MODEL "D 


ar 


“4 





United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 





What makes 
the difference : 


A Pittsburgh | 


It pays to keep up with the times... 
to have a store that’s smart, modern, 
inviting. That’s why so many for- 
ward-looking merchants have de 
cided to modernize .. . and to use 
Pittsburgh Store Front Products. 
When you put a Pittsburgh Open- 
Vision Store Front on your store 
you are making an investment that 
will pay off for years to come. 
Take this store, Edwards Shoe 
Store, Salisbury, Maryland. Before 
modernization, it was just another 
place of business — dignified and 


static. But after a complete face 


lifting with a Pittsburgh Open-Vision 
Store Front, it now has distinction— 
is an eye-stopper and attention-get 
ter. A number of Pittsburgh Prod 
ucts were used on this job—Pitts 
burgh Polished Plate Glass, Pittco 
Store Front Metal, Herculite® Plate 
Glass Door and Pittsburgh Door 
Frame. Architect was Mr. Joseph 
Miller, A.I.A., of Washington, D.C 

For more information on Pitts 
burgh Store Fronts, just send in the 
convenient coupon. We'll be happy 
to send you a free copy of our store 
front booklet. 


Your 
Store 


SOlfe 


Pittsburgh Plate Gloss Company 
Room 5398, 632 Fort Duquesne Bivd 
Pittsburgh 22, Pa 

Without obligation on my part, please 
send me a FREE copy of your moderni 


zation booklet, “How To Give Your 
Store The Look That Sells.” 


Nome 


Address 


PAINTS + GLASS + CHEMICALS « BRUSHES + PLASTICS + FIBER GLASS Cit 
ity 


“PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Nationally advertised in 

LIFE, SATURDAY EVENING POST, 
COLLIER'S, LOOK, ARGOSY and 
AMERICAN LEGION 











ADVERTISING 


Mr. Smith tells Mr. Jones—tells Mr. Brown tells Mr 
Green, National advertising behind Johnsonian Guide- 
Steps works harder for shoe retailers when it is backed 
by this kind of word of mouth advertising. 


Johnsonian Guide-Steps get both kinds of advertising. 
Customer satisfaction, based on solid comfort and 
superb styling, spreads the word. And alert shoe 
retailers catch on quick: they stock Guide-Steps for 


Style No, 8503 : fast, volume selling. 


How about you? Write for the complete story on Guide- 
Style No. 8590 Steps, and, if you wish, a call from one of our repre- 
sentatives. Get the word on Guide-Steps, the profit line 
at $9.95 and up. 


A PRODUCT OF MENDICOTT JOHNSON 


| - 
in cy Ss ( sy 
(( YJ J) We 
See ‘The Last Story”. . . (2 if) d } } é itl 
full color movie on the Guide-Step = = og 
principle. Write for details GU i D = a STE PS 
Johnsonian Ir Guide Steps also ava | ible in some styles 


DATIC) 


ENDICOTT JOHNSON CORPORATION 


Endicott 1, N. Y t. Louis 2, Mo. New York 13, N. Y. 


Successful models of GUIDE-STEP shoes have also been developed in our children’s, misses’, growing girls’ and women’s lines, 
The salesman who carries JOHNSONIAN GUIDE-STEP can tell you about these lines, too. 
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One of the best indications that shoe retailers are 
alert to modern selling techniques is the tremendous 
program of new store construction and modernization 
which has taken place this year. Never have shoe stores 
been so bright, attractive, and comfortable as they are 
today. From a standpoint of good design and good 
taste they compare most favorably with other stores 
with which they must compete for the consumer's 
dollar. 

This emphasis on the beautiful and the glamorous 
in shoe store interiors is all to the good. Perhaps it 
should have prevailed for the past several years. Some 
of these elaborate stores are complex groups of highly 
specialized departments or shops, each with its own 
decorative theme, merchandising approach and ad 
vertising designed to appeal to a limited, if ultra-smart 
cl-entele. But ATMOSPHERE can never take the place 
of sound down-to-earth SERVICE to customers, and 
in their pursuit of the new these retailers seem to be 
turning their backs on their old tried-and-true custom 
ers, men and women upon whose patronage their 
businesses were built. 

It has been said, and with a wealth of wisdom too, 
that shoes can be sold successfully in a barren loft to 
a customer seated on a packing case, if the shoe fitte 
has a basic knowledge of the human foot, some rea 
sonably accurate device for measuring it, and adequate 
sizes and widths to provide a fit. 

While glamorous surroundings help create an atmos 
phere conducive to selling, it is well to remember that 
in the purchase of a pair of shoes there is a closer 
relationship between the salesman and the customer 
than that which exists in practically any other retail 
transaction. 

Some retailers seem to be overlooking this important 
point. Some shoe stores, and good ones too, are 
ignoring this customer relationship and are letting 
valuable customers go by default. In their efforts to 
attract new customers, apparently they have forgotten 
what their old friends want and have divorced them- 
selves completely from the atmosphere in which these 
old customers have enjoyed buying shoes for so many 
years. 

There are two factors which are contributing most 


substantially to our per capita consumption of shoes: 





December |, 1955 


OUTLOOK 


Glamour No Substitute for Service 


the rapid growth of our young population and the 
longevity of our older folks. Modern medicine is pro 
longing human life, keeping men and women physically 
active and mentally alert, At the same time, it is pre 
serving them as active customers for the shoes you sell 

These older people are not necessarily stodgy or 
reactionary in their buying habits. For the most part 


they are reasonable and intelligent people, perhaps a 


bit less demanding than the average customer, How 
ever, they do have definite desires and needs and 


precise concepts of the importance of service and how 
Many of { 


may precet 
surroundings of graciousness and 


footwear should be fitted. them 


refinement to the 
fish bowl-like atmosphere of some of our contemporary 


salons 


Ri ENTLY Boor anp SHOE RecorpER was called to 


) 


the rescue of a gentleman, who for 25 years had bought 


his shoes in an old established and highly regarded 


store. After spending his good money for a quarter of 


g 
a century in that store, he was told by his dealer that 
the style he had worn for several years, was no longet 
available. And, he was told that it was impossible to 
execute a special order for it. Making it more serious 
is the fact that the shoes he required were from a well 
known and highly advertised line 

He turned to the Recorper for assistance in locating 
a store which would provide him with the type of 
shoes he needed. Upon investigation, it developed that 
the style he wanted was in no sense a “special” but was 
an IN STOCK item with its manufacturer, As a matter 
of fact the style was fairly active even though it would 
appeal particularly to a man of mature years 

The store in the case is one of the best known in its 
trading area, a shop of the first order and one which 
advertising job Yet 


take the trouble 


does an outstanding brand name 
this 


to provide shoes for his old and loyal customers 


retailer could not or would not 


At this point two questions might be asked, First 
does not a customer who has given his loyalty and 
dollars to a store for many years have an equily in 
the success of that store which should entitle him to 


more than casual consideration’? If the style our custom 


had 


not still exist an obligation on the part of the retailer 


er wanted actually been discontinued does there 


rURN TO 


PAGI »), PLEAS 
















Jean R. Keith, 8rd generation president, is on hand 
as designer puts finishing touches to proud new 


WALK-OVER trade-mark. 


In the plant the other day, one of our see our smart Spring line, I know you'll 
veteran leather cutters smiled at me and enthusiastically agree — the only thing 
quipped: “Is nothing sacred, Mr. Keith? at WALK-OVER that isn’t new is the 
I see we've even got a new trade-mark!” quality and comfort our shoes have long 


He’s almost right. Almost everything been noted for. If you haven’t yet seen 
is new at WALK-OVER. We have a _ the all-riew WALK-OVER Spring line, 
new management team seeking out new drop us a line or wire collect. 


styles and new ideas to pass along to eS {) 





our sales force. This new spirit has pro- 
duced the newest Spring styles in the 
history of men’s shoes. The moment you 


President 


GEO. E. KEITH COMPANY, Brockton 63, Mass. 
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trade-mank ts now! 


WALK-OVER’s new broom sweeps clean, uncovering 


sure-selling styles for volume-conscious dealers. 


BERMUDA 4115 — 
Black Buck 
with Black 
Crushed Softee 








MONTE CARLO 4835 — 
Brown 

Gluv Ski with 
White Suede 


BERMUDA 4812 — 
Two tone, 
hand threaded 
grey calf. 
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LUCERNE 4817 — 
Teak Barcelona 
Calf with 
White Suede 


enc i 
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NEW OUTSOLE LIGHTEST MADE! 
Rainbow Cell-Tite’...17% lighter 


Rainbow Cell-Tite by B. F. 
Goodrich now gives leisure wear 
new color, new comfort, new 
lightness. 


Compared with other soles of 
its type—Rainbow Cell-Tite is 
17% lighter. In a typical pair of 
men’s casual shoes, the weight 
is 6 oz. less. 


And, of course, Rainbow Cell- 
Tite has outstanding flexibility, 
resilience, will not absorb mois- 
ture and provides perfect insu- 
lation. 

Available in irons from 114 to 
24. Colors are pastel blue, 
sweetheart blue, cork, coffee, 
shell pink, benedictine, brick 


red, scarlet, oyster white, nat- 
ural white, yellow and black. 
Distributed by Bristol Rubber 
Co., Division of Bristol Fabrics, 
Inc., 64 South Street, Boston, 
Mass. 


SPONGE PRODUCTS DIVISIO 
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that’s “Locked In” from 
j Packing Room to 


Consumer 


...1t Looks Better Longer 


for the 
packing room 
is the newest 
member of the 


family of 


UNITED FINISHES 


Distributed by 
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Duralene is the new leather finish for the tanner and the shoe 
factory packing room. If it is used by either, it gives a better 
finish. If it is used by both, it gives a superlative finish 

It’s more durable. Lustre of the finish holds up from shoe 
factory to wearer. Shoes have added sales appeal in the “‘calfy”’ 
look that Duralene gives side leather. The full beauty of grain 
and texture stands out. 

The wearer gets an additional “bonus” in Duralene’s water- 


repellency. Rain won't spot it. 


The price is good news, too, because Duralene adds value 


without increasing cost! Ask for a demonstration to-day! 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 








And they're sewn with nylon thread—the strongest thread used in shoes! 





You'll find sales come easier when you can point out that the shoes 
you sell are sewn with nylon thread. Nylon is strong and resistant 
to abrasion. It’s an important detail that tells your customers you 
sell a quality product. It helps you close the sale . . . helps keep your 
customers sold. For the extra strength of nylon means fewer returns 
from broken threads — and protection against dissatisfied customers 
who may never return. 

CHECK YOUR SUPPLIER to find out if the shoes you sell are sewn 
with nylon—so you can take advantage of this extra sales feature. 
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Use this sales clincher to tell 
your story of extra quality 


le 
"When your S42. aa. 
s b a / “ 
4 ef nylon: 


QU PON 


8€6.u.5. pat Off 
BETTER THINGS FOR BETTER LIVING 
»- THROUGH CHEMISTRY 
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This Picture Illustrates a Powerful 
Idea for Selling Men Extra Pairs 


Selling men extra pau is the quick t urest ivy a 


retailer can get increased volume and protit And more 
and more Jarman retailers are traveling the road to protit 
able extra-pair sales as a result of the most powerful sella 
idea in the busines The above photo, from one of the four 
full-page full-color Jarman national ads to run next spring 
helps explain that idea It sho three of the many d 
tinctive new Jarman tyle correct to ear th a bro 

tan suit That last phrase “correct to eat th a bro 
or tan suit s the significant one kor Jarman 
theme is that of telling men that to be correct they must 
shoes of the right style and color with each of the four 
clothing outfit Phi highly practical commot 


To retail at $9.95 to $18.95 most styles 


JARMAN SHOE COMPANY NASHVILLE, ren Bd ov, OF GENERAL SHOE CORPORATION 


. vy : ” ’ h 
VV 
sree FOR MEN 


. 
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it's first oie a turnover, too 


Gallup 
study 
reveals: 


Nitional Opinion Trends 
Div. Of Public Opinion Surveys 
A Gallup Organization 


ESQUIRE 


SHOE POLISHES 


first in sales 
Foto l- b fade Pd otel-f-4 | 


Successful shoe merchants now know there’s 
many an extra profit dollar to be had from shoe polish 
Tol tMmolile Misi MiuletiM ieeliimell ele MeeliCMice i Miilem sleslilet: 
with the greatest volume. The surest way to get those extra 
profits is to feature the shoe polishes that most people 
want—ESQUIRE POLISHES —the shoe polishes 
that account for almost 80% of all 


polish sales in shoe stores 


of all paste polishes, regardless of price, 


ee 
ESQUIRE BOOT POLISH («jj ESQUIRE 
is first in sales! == SCUFF 

KOTE 


Y roe 
. ° ° : is ALL SCUFFED SHOE 
of all liquid polishes, regardless of price, 7} sess 


BRUSHLESS 


ESQUIRE SCUFF: KOTE Aj ""2 


is first in sales! 





Products of Knomark Mfg. Co., Brooklyn, N. Y 


On TV: MASQUERADE PARTY, Coast-to-Coast, American Broadcasting Co., Wednesday 9:00 PM EST 





Headlines and Footnotes 


Important Trade News and Trends of the Fortnight 


As Reported by RECORDER Correspondents 





Shoe Prices Low, Compared with Incomes 


Retail Prices, Despite Recent Increases, Relatively Lower than 


They Were in 1933, when Compared with Consumer Income 


Levels 


SHOE retailers and manufacturers who have any 
feelings of apprehension that the higher shoe prices 
will result in some consumer buying resistance may be 
expressing unwarranted anxiety. 

A recent study completed by the Boot ANp 


RECORDER reveals that even with the higher shoe prices, 


SHO! 


shoes today, relative to consumer incomes, are priced 
two-thirds lower than they were at the pit of the de 
pression in 1933. 

Since 1933, per capita income has risen by 415 per 
cent. But shoe prices have risen only 137 per cent. In 
short, while incomes have more than quadrupled, shoe 
prices have multiplied only one and a third times, Or, 
to put it another way: the average shoe selling for $3 
in 1933, is today selling for around $7. But if shoe 
prices had risen at the same pace as consumer incomes, 
the old $3 shoe would today be priced at around $12 
a pair. 

One graphic consequence is the smaller share of the 
consumer dollar going toward shoes today. Back in 
1933, over two cents of every consumer spending dollar 
and a half cents. 
cents of the 


went for shoes. Today it’s about one 


If shoe business today was getting two 


consumer dollar, retail shoe sales would be nearly 
$1.5 billions higher. In short, instead of $3.5 billions 
going for shoes in 1955, the figure would be close to 
$5 billions at the two-cents-per-dollar rate. 

Thus, the common assumption that shoe business is 
“falling behind” because it’s getting only one and a 
half cents instead of two cents of the consumer dollar, 
is a fallacious conclusion. The real answer lies in lower 
shoe prices. Consumer incomes and spending has risen 
at a much faster pace than shoe prices. 

To put it another way, if the “old” $3 shoe of 1933 
were priced at $12 instead of $7, then total retail shoe 
$3.5 


would be 


sales would be around $5 billions rather than 


billions. And at that figure the industry 
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Smaller Share of Consumer Dollar Going to Shoes. 


getting two cents of the consumer's spending dollat 
Phe frequent comment of shoemen that “shoes repre 


sent one of the best values on the market today” is 
found to be completely justified by the facts and figures 


shown here 


1955 Shatters Long-Held Myths 
Of Shoe Business, Rossi Reports 


Brcat SE three long-held myths about shoe business 


1955 may be 


regarded as having far-reaching significance for the 


were conclusively shattered this vear. 


Group of prominent participants in New England re- 
gional meeting of Independent Shoemen in Boston. Left 
to right: Philip B. Bayes, Solby-Bayes Co., Boston; Mina 
Lee Simon, Boston advertising executive; Ben L. Finn, 
executive director of Independent Shoemen; William A 
Rossi, field editor of Boor anno Snow Reconnen; Nettie 
Bayes, of Solby-Baves Co. and John Wiley, of Glens 
Falls, N. Y., a member of IS Board of Directors 


shoe industry. The three myths are (1) that population 
is the chief determining factor in shoe industry growth; 
(2) that a 15-month period of feast must be followed 
by a corresponding period of famine; (3) that there 
is a saturation point to shoe consumption 
address by William A 


This was the theme of an 





tossi, field editor of the 


New 
by the Independent Shoemen held in conjunction with 
the Parker House Shoe Show in Boston. 


Rossi cited several new shoe industry records set 
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before a kngland regional meeting and dinner 


this year: production of an estimated 585 million pairs; 


the greatest one-year gain in production—60 million 
pairs; new unit and dollar sales peaks at the retail 
level; and an alltime per capita high of 3.55 pairs. 
Significantly, these were achieved in a normal peace- 
lime year, 

Since 1952 there has been a consistently high level 
of shoe production and retail shoe buying with an 
annual per capita production level of 3.40 pairs for the 
four-year period, as compared with 3.15 pairs as a 
prewar average. And despite the phenomenal record 
of 1955, industry analysts estimate that 1956 shoe 
production and retail shoe sales will surpass 560 million 
pairs, the second highest year on record, 

“These facts,” Rossi said, “Blast the myths that we 
must have a peak-and-valley industry; that consumers 
have a saturation point for shoe consumption; and 
that our industry’s growth must run parallel with 
population growth, The industry’s creative job in de- 
signing products with fresh appeal, and the consistently 
hard-selling job by retailers, has raised shoe business 
to a new plateau, with higher plateaus to come, It 
isn’t merely that 1955 was a spectacular year, but rather 
the launching point for a new era of higher shoe con- 
sumption,” 

While the conventional gauges of increased popula- 


had 


influence in the rapid growth of shoe sales, the greatest 


tion and higher consumer income have some 


single influence has been the public acceptance of 
“new concepts” in footwear that are serving to con- 
stantly expand consumer shoe warbrobes,” Rossi said. 

He cited the introduction of women’s playshoes in 
1934, later to evolve into the casual, and resulting in a 
sudden and large increase in women’s shoe buying as 
a result of this new concept which inspired extra pair 
age sales and lifting women’s per capita shoe con 
umption from three to four pairs. The mass intro 
duction of fashion into little girls’ shoes in 1944-45 was 
another example of a new concept, raising per capita 
consumption from three to five pairs for this group 
Ihe introduction of rubber-canvas casual footwear was 
still another cited example of a new concept, with 
pairage sales today amounting to a 350 per cent gain 
1947. 


Now two other fields, men’s shoes and slippers, have 


over 


introduced “new concepts” and are cashing in on a new 
hoom. The “dressy” work shoe for men is rapidly 


Men’s worl k 


shown a spectacular 25 per cent gain. Men’s dress 


winning favor shoe sales in 195° have 
shoes in 1955 will show the highest sales in history, a 
13 per cent gain over 1954. The cause: a drastic new 
concept consisting of lightweight, flexible, soft, con- 
tinental-type shoes. Not just a new style, but a new 


. , 
concept in men’s styling. 
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A similar revolution has taken place in the slipper 
field, with another new concept: indoor-outdoor casual 
footwear having a shoe look but a slipper feel. This is 
a fast-expanding market. 

Rossi said in conclusion, “The big job ahead for 
shoe business is for our selling effort to catch up with 
our productive capacity. We can produce nearly one 
billion pairs a year, but are selling less than 600 million 
Per 


capita shoe consumption is rising, thanks to fresh ideas 


Sut we're making really encouraging progress. 
in our product and to harder selling. Even the industry 
experts are astounded, Our job is to take pleasure in 
> 


; , 
astounding them even more. 


Another speaker at the meeting was Ben L. Finn, 
executive director of Independent Shoemen, who told 
of progress made by the organization in the past year, 
including an increase from 300 to 900 in paid member- 
ship. Mr. Finn discussed some of the legislative and 
legal activities of the association and suggested that 
members forward to his office any tangible information 
they may have that might be of interest to the anti 
S. Department of Justice. 


Mr. Finn reported on a visit that he made to Wash- 


trust division of the | 


ington recently in company with Sam Sullivan, presi- 
dent of Independent Shoemen, in which they conferred 
with the anti-trust division of the Justice Department 
Committee 
of the House of Representatives, headed by Rep. Wright 


and with members of the Small Business 
Patman, of Texas, The committee is investigating effects 
of recent mergers in the shoe industry. 

In the course of his report, Mr. Finn told of plans 
te set up two-day retail workshops in sections where 
local shoe groups indicate interest and where there are 
enough members of IS to support such an undertaking 

_— 


USMC Net Income Increases 
3% Millions in Half Year Period 


In the six-months period, March through August 1955, 
the United Shoe Machinery Corporation had a net in 


This 


increase over the same period of 1954. It’s believed 


come of six million dollars. was a $3,500,000 


to be the largest six-months gain in the half-century 
history of the company. 

Chief reason for the big earnings was the approxi 
mately $1,800,000 in outright machine sales that took 
place during this period. This was the result of the 
court decree in the USMC case, which required the 
company to offer its machines to the shoe industry on 
an optional sale-or lease basis, effective January 1, 
1955. 

It is obvious that a number of shoe manufacturing 
firms have in past months gone in and purchased LSM 
machines, as indicated by the nearly two million dol 
lars of earnings accruing from this source. 

Of the $2.58 net income per share of common stock 
(as compared with $1.08 for the same period of 1954), 
80 cents came as a result of machinery sales. In this 
period, net income per share amounted to a 140 per 
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cent increase over the corresponding six months of 
1954. There are about 2,300,000 shares of USMC stock 
outstanding, 

Of the remaining increased earnings of $1,700,000, 
about $600,000 is accounted for from dividends re- 
ceived, The remaining $1,100,000 is represented by 
increased earnings stemming from unit machine charge 
receipts as a result of the 12 per cent rise in shoe out- 
put for the six-months period; plus higher rates paid 
by those shoe manufacturing firms who have adopted 
the new leases, along with expanded income from the 
sale of shoe supplies and machine parts. 

Total volume of business for the six-months period 
from all sources amounted to $38 millions, an increase 
of nearly six millions, an 18 per cent gain over the 
$32,200,000 for the corresponding period of 1954. This 
also is believed to be a new six-months gain record 
for the company. 

Some shoe industry observers and analysts believe 
that USMC earnings for the next six-months period, 
September 1955 through February 1956, will continue 
to be substantial as a result of continued high shoe 
production and demand for supplies, along with the 
continued sale of machines. 


” a Y 
Washable Shoes on the Way, 
Tanner Tells QM Corps Group 


ly may be some time yet before you can toss yout 


shoes into a washing machine and then a drying ma- 
like new —-but 
the idea itself may not be far-fetched. It’s already being 
thanks 


to new methods of dyeing and tanning leathers. 


chine, to see them come out fresh and 


done with leather gloves and leather garments 


These facts were presented in a talk by B. F. Dennie, 
president of Wood & Hyde Leather Co.. 
a representative of a group of Gloversville, N, Y., tan 


before the Leather 


WwW ho spoke as 


ners (Juartermaster Seminar ii 
Chicago. This group of tanners has been responsibl 
for developing a new type of washable and dry-clean 
leather sold 


Launder-Leather, which 


} 


able being under the trade name. of 


is being credited for a large 


share of the greatly increased consumption of glove 
and garment leathers. 

Dennie pointed out some of the developments with 
leathers which are ex 


these new leathers——-washable 


pected to find their way shortly into footwear and 
create a whole new merchandising aspect in shoe selling 

Dennie said the new leathers have a basic dimensional 
stability—that the end product retains its shape after 
cleaning. Also, the end product retains its original sup 
pleness and feel. It is color-fast, will not crack or bleed 
with washing, and will not transfer color to other parts 
of the product. Lastly, it can wash as easily as a fabric, 
either by hand or by machine 

Gloves and garments made of this new leather, said 
Dennie, “can be tossed into a washing machine and 
given a voing-ovel with soap or detergent, and emerge 
as good or better than new.” 
1955 
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Union Counter-Proposal Rejected; 
International Stands Pat on Offer 


As of late last week, the strike of International and 


Brown shoe workers was virtually deadlocked and no 


had 
with efforts to mediate the dispute 
The had offered 


counter-proposal which would have involved the follow 


further meetings been scheduled in connection 


unions International Shoe Co, a 
ing concessions on the part of the company manage 
ment: Six and a half per cent wage increase the first 
year, three per cent the second year and a union shop 
After 18 months it was proposed that the parties would 
discuss a pension plan. If a pension plan were agreed 
upon, that would constitute a further concession in the 
third year’s contract, 
International 


stated that it 


rejected these countet proposals and 


would not go beyond the offer it made 


before the strike was called, which was five per cent 
the first year, two and a half per cent the second year 
and the union shop 

James Lee Johnson, International Shoe Company 
said 


walked out 


vice president in charge of industrial relations 


in a statement shortly after the workers 


that the company had made an earnest effort to reach 
with the “We are 


appointed,” he said, “that the union leadership, which 


an agreement unions, sorely dis 
is fully acquainted with conditions in the shoe business, 
could not see that the companys offer was fair, and 


a strike 


“The company made an offer which we believe is 


certainly far more advantageous than 
equal to, or more than, any settlement by a mayor shoe 
Johnson said 
background of the 
both the 


company so far this year, 


In describing the negotiations 


Johnson said that company and the unions 


must bear in mind the existing conditions in the shoe 


industry. 


‘Because of steadily increasing costs during the two 


years since the last contract was signed, he said we 


have been forced to raise the prices of our Spring line 
| | 


ot shoes 


The cost to the company of the offer we made would 


amount to over $16,000,000 for the three-year period, 


lhere is an absolute limit to our power to absorb 


additional costs. Good business judgment tells us that 


further this would not be the 


right 


price increases at tire 


answer for our customers, the public, the com 


pany, or even for employees 
Neither the 
thing to gain by this strike. Our relations have 


the first 


company nor its employees has any 


ilways 


been good. This is time in all our years of 


with these two that 


walkout has 


dealing unions a company-wide 


occurred 


contract between the 
iZ. A 


sioners ol the 


rotiations on a 


ind the two 


Joint ne new 


WUnIOnS hegan 
and C. K. Call 


Federal Mediation and Conciliation Service 


company September 


he. Johnson (Lomimi 


have been 


working with the negotiators for the past several week 


in an effort to bring about a new contract 





Hoth of the principal shoe unions, namely Boot and 
Shoe Workers Union (AFL) and United Shoe Workers 
(CIO) are strike 


Shoe 


involved in the St. Louis situation 


affecting International and Brown Company. 


They are reported to have joined forces in this dispute. 
Meanwhile 12,000 shoe workers in New England whose 


contracts expire December 31 are demanding a 15 per 


cent wage increase through the CIO union. It is ex 


pected that any settlement that may be reached in the 
St. Louis dispute will largely affect the outcome of 


eastern shoe wage negotiations. Factories involved in 


these negotiations are located mostly in northeastern 


Massachusetts, including such centers as Boston, Have: 
Salem, Beverly, Wakefield, Lawrence, Chelsea 


and Newburyport. 


hill. Lynn 


Refugee Shoe Workers Coming 
To Take Jobs in New York 


B: GINNING sometime next Spring, the first group of 


Luropean refugee shoe workers will be brought into 


this country by the State Department to work in the 
New York The program has 
been initiated by the New area local of the 
United Workers of C10, 


leader, Phillip DeNovellis, and in cooperation with 


area, 
York 


Amer wa, 


metropolitan 


Shoe under its 


local shoe manufacturers who will provide guarantees 
of jobs for the incoming shoe workers 

During 1956, fewer than 100 of these workers will 
be “imported”—mostly from such areas as Italy, 
Austria, Trieste and France. They are expected to be 
brought in in groups of about 15 at atime, Whether this 
will continue as a permanent policy “depends upon 
how the situation works out,” according to DeNovellis 


Already 


Philadelphia, Syracuse, Rochester, New Jersey 


some manufacturers from other areas 

have 
made inquiries and shown interest in employing a few 
of the European shoe workers, DeNovellis said. This 
is the first time that an appreciable number of foreign 
this 


specific “import” plan. The plan itself stems from a 


shoe workers have come into country under a 


program already in operation to bring European 


tailors into the Metropolitan New York area, under the 
sponsorship of the Amalgamated Clothing Workers of 
America, the Greater Clothing Contractors Association, 
the Refugee Relief Program of the U.S. Department of 
State and other organizations. 

The plan originally was to bring in only about 20 
shoe workers, A small but steady increase in demand 


from manufacturers has already raised the number 


to about 90, All refugee entrees will be subject to 
approval under the McCarran Act. Cost for bringing 
to the U. S. will be 


sponsoring organizations or the government or by the 


these shoe workers borne by 
individuals themselves, 

DeNovellis said that one reason for sponsoring these 
skilled refugees was the need for shoe workers ex 
perienced in the high-grade hand work involved in 


many of the more expensive shoes made in the greater 
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New y ork 


pool of these highly specialized workers to fill present 


area 1 he area does not have a sullic tent 


and anticipated demands, it is said. The new workers 


will be paid union scale wages. 


Retailers Buy Spring Shoes 


In Volume at Los Angeles 


Tue: Spring shoe show of the West Coast Shor 
Angeles 


\lexandria 


Travelers’ Associates, which opened in’ Los 


November 13, with headquarters at the 
Hotel, drew a large attendance, and buying of footwear 
for before-Easter delivery showed an increase 


ovel 
Spring shows held in recent years. There was also a 


fill-in 


delivery. Higher shoe prices, which were apparent in 


considerable volume of buying for immediate 
practically all lines, did not discourage retailers from 
anticipating their early 1956 requirements. 

lhe association had arranged an interesting program 
for the four days of the show. with Tuesday's luncheon 


More than 


500 shoe people were in attendance at this affair. Miss 


at the Alexandria as the headline feature 


Billie Gould, fashion director for Leather Industries of 
(America, conducted an interesting style show and ex 
plained the organization’s advertising and promotion 
plans for the coming season. 

Ired 
Associates, which has an extensive membership on thi 
Pacific 


and told in detail of the benefit services that are beins 


Bloom, executive vice-president of the 210 


Coast, discussed the plans of the association 


rendered, Presiding at the luncheon and the meetin: 
that followed was Stanley F. Smythe, of Stone-Tarlow. 
Ine., president of the West Coast Shoe Travelers As 
sociates. The speakers were introduced by Warren G 


Hickey. of 


chairman of the show committee 


Simplex Shoe Manufacturine Company, 


U.S. Justice Department Seeks 
To Halt Brown-Kinney Merger 
i. Justice 
acted today to block the proposed merger of Brown Shoe 
Company and G. R. Kinney, of New York. The Attornes 


General today filed a complaint in Federal District Court 


WASHINGTON, The Department ot 


at St. Louis, asking the court to issue a temporary in 
junction to stop the merger until the matter “can be 
finally adjudicated.” 

The merger is scheduled for December | 

The government says if the merger is permitted to go 
through, other manufacturers might be foreclosed from 
retail outlets. 

Both Brown and Kinney manufacture, distribute and 
retail shoes, the government points out. It says Brown 
owns more than 470 retail stores, and operates another 
910 The add 


retail stores to those already con 


under franchise. would 
about 360 Kinney 


trolled by Brown. 


stores merger 
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Above Style GS9ISU, one of the 
many smart new Douglas 


‘Cool-Vent” styles for summer 


Cool, soft and flexible in ventilated 


vhite buck and black 
Leather sole, rubber heel 


$895 ,. $1495 


most styles 


L. Douglas Shoe Company 
Nashville, Tennesse« 
4 subsidiary of 


ral Shoe ( orporatior 


To sell the profitable 


young men’s market 


you need the 


FAST STYLING 
TOP VALUE and 
RIGHT PRICE of... 


Luly 


SHOES (@ ff FOR MEN 























ee. Kee while muements 


Norwegian Calf —a superb Gallun tannage 
that adds eye- and sales-appeal to your shoes 


E iaiile fashioned from famed Norwegian Calf delight the 
eye with their richly mellow look, their luxurious air of elegance 
Truly they are shoes for the young in heart, for they grow even 
more beautifully lustrous with normal, active uSape and aye 

heir appearance bespe aks their snug comfort. From the first 
wearing they are soft and suf ple with just the correct amount 
of resiliency and they everlastingly remain that way des} ite 
repeated wettings and dryings 

Like all fine Gallun vegetable tannages, Norwegian Calf build 
you a discriminating clientele — satisfies old customers and at 
tracts new ones. That's why you do yourself a favor when you 
make a point of ordering the Gallun numbers from your suppl: 
ets. A. F. Gallun & Sons Corporation, Tanners, Milwaukee, Wis. 


ewegianlaly 


OTHER FAMOUS GALLUN TANNAGES 


NORMANDIE CALF © CRETAN CALF 





Did you ever stop to reflect upon the wonder 


of words? 


Words can express every thought and emotion 
of the human soul. 


Music, no matter how exquisite or interpretive 
it may be, cannot do what words do. 


It has been estimated that the average Amer- 
ican uses a vocabulary of about 800 words 
hut Webster’s Unabridged Dictionary contains 
more than 400,000 words. 


If you should look up the meaning of only one 
new word each day, and add it to your vocab- 
ulary, you would acquire 365 new words a 
vear, or 1725 words in five years—a liberal 


education in itself, 


Pinpointed to the shoe and leather industry, 
there is a good deal of new terminology 
words that have come into usage during the 


past decade. 


Get to know their derivation and application 
and they can become a useful and helpful “tool 
of the trade.” 


A man who knows words is never at a loss for 
the right word to use at the right time. 


And that’s the mark of a scholar. 


re 4 


Editor Emeritus 
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JUMPING-JACKS sell better 
because they fit better. 


JUMPING-JACKS fit better because 
they‘re designed better. 


The American children’s market is 


a billion dollar market. 


JUMPING-JACKS gets a larger 
share of the children’s market 


each year. 


JUMPING-JACKS are nationally 
advertised and pre-sold for your 


greater profit. 


JUMPING “JACKS: 


FLEXIBLE sHOES FOR cyiLOREN 


VAISEYV-BRISTOL SHOE CO., INC. 


MONETT, MISSOUR! 





4-Reasons 


Why 
you should 
— BUY 


1 Quality — Supergrip gives you a complete line of fully 
proved sole attaching cements. Rigid quality control including ‘‘shelf life’ analysis 
assures superior performance. 


Fmd Price —Supergrip costs you no more. You can keep your 
cement casts down yet you get all the benefits of a top quality cement. 


3 Mileage — Supergrip saves you money by increasing 
‘‘mileage’’. Actual Supergrip case histories show up to 28% more pairs cemented 


per gallon. 


“Know How’™’—IThe proper cement, correct preparation 
and method all can be suggested by a United representative — and all combine 
to produce superior bonds. 


See for yourself how top quality Supergrip Sole 
Attaching Cements can save you both time and 
money. Call your nearest United Branch today and 
ask for a Supergrip trial in your factory. 


Sole Attaching Cements are Products of the B. B. Chemical Company UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 


Supergrip 
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Congressional Investigation \ congressional investigation of shoe manufacturing and shoe retailing 


is in the works. Investigators from the House Small Business Committee 
are conducting the probe. 

Basically, the investigators want to find out if small manufacturers and 
independent retailers are being unfairly squeezed by their larger com 
petitors, 

Here are some questions for which the committee is now seeking 
answers: 

1. Have any of the recent mergers resulted in less competition? 

2. Are small manufacturers being unfairly discriminated against by 
larger firms, some of which operate their own outlets? 

3. Are independent retailers being unfairly discriminated against by 
manufacturers owning their own outlets, or by firms holding exclusive 
dealing contracts with certain retailers? 

It is known that two large manufacturers (General and Brown) are 
being studied in some detail, and others are on the list for investigation 
in the weeks ahead. 

Committee staff executives conferred recently with Sam Sullivan, presi 
dent. Independent Shoemen, regarding some trade practices After the 
conference with Mr. Sullivan, a committee official told Boor anp Suos 
Recorper, “We are definitely going ahead with an investigation 

The committee probably will spend several more weeks In Cann 
present conditions, and will then write a report recommending corrective 
action, 

Tariff Experts at Work Phe bisenhower Administration's tariff experts are studying the arguments 
for and against lower tariffs on hides, leather and shoes that were pre 
sented in public hearings here during November 

Hearings were conducted by both the U.S. Tariff Commission and the 
interdepartmental Trade Agreement Organization on the Administra 
tion's proposal to cut tariffs on nearly all manufactured goods by five 
per cent annually for the next three years 

Many Washington observers believe the Administration will announce 
that duties on hides -with a few exceptions——will be reduced by the full 
15 per cent. 


Reduction of the rates on imported footwear also will be undertaken 


but the cuts will not be as severe. To cut the rates on imported footwear 
by the full amount ol | ) per cent would seriously harm ian | 3 
firms, and it is not believed that the ‘Tariff Commission will o the 


limit” in the case of footwear 


Imports of women’s handbags are creating tough times for the domestic 
industry, it was pointed out. | S. manufacturers of handbag ine 
experiencing a bad slump in business due to cheap imports. It is not 


therefore, regarded as likely that the State Department will be so callous 
as to cut the duty on imported handbags by the full 15 per cent 

J. G. Schnitzer, the lL. 5S. Commerce Department s Lop leather executive 
points out that imports of footwear today are equir ‘lent to about one 
per cent of total | S. footwear production Although this i i narrow 
percentage he points out, even a small volume can easily upset an entire 


price pattern in| women s and children’s shoes 
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Reciprocity Asked Irving R. Glass, executive vice president, Tanners’ Council of America, 
asked the government to insist on true reciprocity with other nations 
before considering further reductions in rates. 

“What we have emphasized as inevitable is now coming to pass,” he 
stated, “Namely, that the United States tanning industry cannot compete 
with the government-subsidized cartels in Europe.” He pointed out that 
the tanning industry in this country operates on a free and competitive 
basis, but is excluded from the markets of Western Europe by the high 
trade barriers erected by the governments of Britain, Germany. France, 
and Italy. 

Qur government has no “moral or economic right” to consider con- 
cessions in U. S,. leather duties until some semblance of true trade 
reciprocity is restored, Mr, Glass stated. 

Pointing out that European tanners enjoy a protected market, Mr. Glass 
cited some annual profit figures of European tanners, some of which 
are as high as 20 per cent. “With the aid of such monopolistic profit 
margins, foreign buyers can casually pay prices for raw material in U. S. 
markets which are beyond the purchasing power of U. S. tanners,” 
he said, 

Mr. Glass continued: 

“What a paradox—-the poor, impoverished economies abroad, which 
lack the exchange to admit a smidgin of U. S. leather, are blithely able to 
pay raw material prices beyond the means of U. S. tanners!” 

In summing up his presentation, Mr. Glass commented: 

“If reciprocity is desired, then the burden of action now rests with 
foreign countries, It is they who must make a genuine effort to eliminate 
artificial and discriminatory barriers. U.S. leather duties are the lowest 
in the world for any major leather-producing country, and are not any 


barrier to legitimate trade.”’ 


A Long Range Proposition William Sheskey, economist, National Shoe Manufacturers Association, 
also requested that rates be cut no further. Imports of footwear are caus- 


ing a severe pinch on the U. S. shoe industry, he pointed out. 

Mr. Sheskey told the U. S. Tariff Commission on Nov. 10: 

“I feel like an old hand around here, because this is about the third 
time I’ve been here in a couple of years.” 

Replied Commissioner Joseph E. Talbott: 

“You'll be around again, too.” 

Mr. Talbott’s comment implies that the Administration's bipartisan 
campaign for tariff reduction is a long-range proposition, and probably 
is to continue for several more years. 

Mr. Sheskey said his association is opposed to any further reductions 
“because the rates are low enough already.” He said imports of men’s 
welt shoes and of women’s and children’s slippers are causing consider 
able havoc in the domestic market. 

In explaining to the Tariff Commission his association's position on 
imports of men’s shoes, he explained: 

“We can’t possibly compete with the type of shoes that England sends 
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Footwear Sales Step Up 


when CELASTIC BOX TOES 
Step Forward! 


Why? Because mother, dad and the little ones all appreciate the toe comfort 
Celastic hard box toes or Celastic soft box toes give them — for the life 
of their shoes. 
Footwear for dress or play . . . lined or unlined . . . every style benefits 
and the sales of shoe manufacturers and the outlets they supply reflect 
it! Are you using these quality box toes to build loyalty for your brands? 


UNITED SHOE MACHINERY CORPORATION + BOSTON, MASS. 


© 6 geared atemat A be tat (wpwatien 
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Men! Here’s Her Christmas Present 


A luxury 
she has always wanted 
_..the gift she |S noping 


to receive from you. 


Lovely Tweedie 
beautiful bag { 

match | icka 

silver and black 

with silver metallic mbbor 
tyles from whict 
(Christmas gilt 


your [weed leale 


Tu eedic I oot 


ectab 


as featured in the DECEMBER issue of 


CHARM Redbook Mc Calls 


MISSOURI 
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Hi RBERT J. RICH of B. Rich’s 
Washington, D. C., says: 
“Retail 
W ashington area 
of 1954 to date. 
“The so-called 
business has not been reflected 
Washing 
since this area has no big 


Sons, 
shoe business in the 
is slightly ahead 


‘boom’ in general 


any marked degree in the 
ton area, 


States 


aa 


industry except the 





Government. Retroactive pay in 


creases put a substantial sum of 


money into circulation in late July 


and this provided a stimulus which 
should make itself felt mark 
edly in the coming Fall months. 


level 


down 


very 
“Competition at the retail 
In the 


there are 


is becoming difficult. 
Washington 


probably more purveyors of shoes 


town area, 


on the main business street than in 
almost any other metropolitan com 
munity: but we feel that our com 
petition is not limited to other shoe 
merchants. Qur main competition 


comes from those marketing auto 


mobiles and other heavy 


Zoo ls, sO 
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TALK 


Yi 


that the competition for the con 


sumer’s dollar from other Ly pes of 
keen 


merchandise is extremely 


‘The most interesting new style 
trends in men’s, women’s and chil 
dren's shoes for Spring and Sum 
mer 1956 will be found in father 


mother-daughter 
tions ol ‘Look Alikes,’ The 
with all of 


son and promo- 
casual 
shoe its manifestations 
will continue to increase in all three 
categories. Slip-ons of all types for 


men will increase tremendously in 


volume as acceptance he 
Orna 
parties 


The ele 


lannaves 


public 


comes more widespread 
mented children’s shoes for 
will continue to increase 
vant look in new leathers. 
and textures, plus the increase in 
the use of color and unusual color 


combinations, will be predominant.” 


” a ¥ 


CHARLIE SHANKLIN, JR... of 
Shanklin Hopkins 
ville, Kentucky, says 

fairly certain that we 
faced 


those 


Shoe Store in 


“It seems 


are going to be with price 


increases; and to that are 


justified, no one raise his voice 


After all. 


show a profit to stay in 


against them a manufac 


turer must 
business and supply us with me 
all show 


chandise, Indeed, we must 
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TRADE 

















Most 


e loo ¢ lose now, t 


a profit, if we are to survive 


retail margins at ) 


absorb increases and | know that 
there will be resistance to some in 
creases. However, if the great un 


known the mind (or 


Consumer 


desire to acquire ) overpowers the 


desire to hoard then business 


He reases 


should show some dollas 


AP 


| realize that 


y 
Ss 





you cant do bust 


ness trom an empty shelf o | shall 
place my orders early i) 1 con 
servalive way ind fill-in 


in pairape 
| ntil | 


an opportunity to find out just what 


as business warrants have 


tiie Spring 


price le el \ ill he l 


cannot estimate what these increase 


might mean I do hope that the 
manulacturers will realize that re 
lailers are not in a position to be 
squeezed 

There is a growing (roup of 
consumers who do not remember 
pre-war prices because they were 
not buying their ows: bev ther 


Io these folks. shoe prices are not 


other item in 


out of line with any 











their cost of living and they buy 
footwear that fits into their budget. 
To the great majority of people, 
however, shoe prices are high. | 
dont mean that they are out of line 
with other goods at all, because in 
flation is not selective. 
only difference I see in people now 
and prior to World War I is that 
most of them are now more acquisi- 
live, 


“It is my opinion that the trend 


to lighter, softer, more comfortable 


shoes that are easy to get off and 


r 


on, will be evident in all lines of 


shoes,’ 


& 


Anrin R bk. WESTON of Charles 
Kushins, Oakland, Calif,. says: 
“The problem of competition at 
the retail level has increased in the 
The 


more attention to his 


past few years. retailer just 
has to pay 
business, exercise more careful 
planning and put more promotion 
than at any 


behind his operation 


time for many years. Every phase 
of his operation has to be analyzed 
very carefully to see to it that the 
consumer is getting the proper set 
vice, depth of sizes to insure proper 
fitting, together with a reasonable 
selection of the many items that are 
now being promoted. 

“(Good 


something 


honest competition is 


every good merchant 
should welcome as he knows that it 
is just a challenge to him to do a 
better job in his community. 

“We expect during the Summe: 
of 1956 a continued emphasis on 
shoes. 


the soft, easy The low top 


line in men’s footwear should con 
tinue to get stronger. The opened 
up look for women’s shoes should 
increase in proportion for Spring 
and Summer. A stronger emphasis 
in lighter weight shoes for children 
and little pumps to replace some of 


the traditional strap styles should 


36 


About the 





gain in importance. We do not feel 
that the riot of color that existed 
in the Spring and Summer of 1955 
will be as strong for the coming 
season. More emphasis will most 
likely be placed on two or three of 


the high color family.” 


a - * 


Morris R. MYERS of Myers 
Brothers, Springfield, Illinois, says: 

(As to present prices, consume,s 
seem to take them for granted and 
their attitude is passive, We get no 
As to an 


feel it may have a tendency to slow 


complaints. increase, we 
things down, however, if the in 
crease is due to labor getting an in- 
crease, it may not materially affect 
consumers purchases, 
“Competition at the retail level 
is becoming more difficult in out 
area. More shoe stores are being 
opened and more gimmicks being 
used to attract customers; but the 
independent retailers are trying to 
combat this with promotions, more 
advertising and give-aways in the 
children’s departments. We have 
also noticed longer hours by some 
of the smaller stores in the outlying 
districts, 
“We watching the 


have heen 














trends of styling and feel that for 
Spring and Summer of 1956 we 
wll see more of a foreign look in 
men’s shoes, more dressy types in 
women’s shoes and more color and 
closer copying of adult styles in the 
children’s field.” 

“We are not 


see nothing ahead of us that a little 


worried as we can 
more hard work and a few more 
and better promotions cannot con- 
quer.” 


4 # * 


Harry LASKY. Divisional Mer- 
chandise Manager at Shillito’s, Cin- 
cinnati, Ohio, says: 

“I think that the outlook for shoe 
business until the end of the year 
is very good and should show a 


substantial increase. Business for 
the first quarter of the following 
vear will continue to be good, espe- 
cially for those who go out and 
fight for it. 

“If we have increases at retail 
and wholesale prices in the shoe 
business, this may cut the number 
of transactions. It is rather odd, 
but the consumers talk about shoe 
prices more than they talk about 
form of that 


any other clothing 


they buy.” 


| 


‘ 
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HAND THREADING. 


Tue two eyelet blucher with folded lace stay has 
become one of the most important moc front 
styles. Its original, a Swiss import, appeared on 
the fashion scene some eighteen months ago. Its 
effect on moc styling was felt immediately. The 
feature of this pattern is its quarter which is 
folded under and stitched to create an envelope 
effect, the edge of which is finished with a severe 


Moe Detail 


New 


traight line which drops abrupt! to join a 
yvracefully curved line at the apron or plug The 
attractive two-tone combination illustrated fea 
tures a most interesting and unusual use of hand 
threading on its forepart which imparts a further 
note of distinction to an attractive high-grade 
style. For further information write to Boor AND 
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The 1956 
Nuit Shoe Has 


Div you ever think it would happen, that you would 
find so much that was new in styling in shoes designed 


for general daytime wear—suits in particular? These 


are not just tailored or softly tailored shoes. And they 


are not specifically spectators. They are shoes with 
something of all of these but they are something else, 
too. They are shoes with a look all their own. It is a 


look that women will like for their Spring and Summer 


Late Spring-into-Summer suit in 
grey and white Italian linen tweed, 
from the Davidow Resort line. 
Photograph courtesy Couture 
Group, the N. Y. Dress Institute. 


A sophisticated Spring suit shoe in 
beige and black, delicately de- 
tailed with perforations and 
buckle. From Trevi Footwear. 


Suede pump, disappearing sides, 
Melon pink, black patent undelay, 
black heel, good promotion com- 
hination. DeLiso Deb. 


T-strap in washable white shrunk- 
en grain, black patent leather tip, 
17/8 black built-up leather heel. 


Spring-into-Summer instep strap Marshall, Meadows and Stewart. 


in soft Wedgwood blue leather, 
with dainty contrast of white 
braid, on 20/8 last. Delmanette. 
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In from the Country, the New Spectator Has Become the Town Suit Shoe of 19506. 


A NEW Look... 


by ELEANOR M. RUTTY 


suits, in pumps, straps and ties, on flat, medium and There is shrunken grain combined with smooth leather, 
high heels, including built-up leather. with patent and with suede, for example. And there is 
Typical of these shoes is their pretty, neat detailing suede with smooth and suede with patent, 
never prim but never fussy. There are the little We like the way colors have been combined in the 
buckles, the small tailored bows of the one and two. [TURN TO PAGE 97, PLEASE | 
eyelet ties, the perforations, the decorative stitchings 
and leather lacings. And there are the contrasts in 
leather surfaces and colors. 
Take contrasting leather surfaces alone. With greater 
variety than ever before in types of leathers, there are 


many possibilities for combining two different surfaces. 


Shoe Drawings by ELLY NORDEN 


| ied 


—— 





kor feminine, Summery — suits 
open toe halter in washable white 
shrunken grain, smooth red bands 
glove-stitched in white. Palizzio 


—— 


Ombré combination of two Avo- 
cado greens in medium heel two- 


eyelet tie for Spring. Demosette. a Spring-into-Summer suit pump in 
vellou leather with touch of con 


trast in lacing, Margaret Jerrold 


Spectator on flat heel in white and 
navy to go with youthful suits for 
a Summer in town. Oomphies 
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BOOT And SHOE RECORDER'S 
SHOE RETAILERS PANEL 


How Shoe Retailers 


How Shoe Retailers “Rate” The Average 
Salesperson In The Average Shoe Store 


Rati | 
ae How Retailers ‘“Voted’’ On Salesmen’s Efficiency 


Classification 
Fitting Shoes 
25% Efficient 7/7 


100% Efficient71°%> 


Selling Shoes 
25% Efficient) 7] 8% 


100° Efficient 





50% efficient V///// MMM 
75% Eficient W////// MMMM 4 


50% Efficient|______qvwwaasi& 
75% Efficient __/#m 








What is the “efficiency” or “quality” rating of the 
average shoe store salesman in fitting and selling shoes? 

What are the chief shortcomings or faults of Amer- 
ica’s retail shoe selling force? 

What percentage of shoe stores provide a regular 
training program for their salesmen? 

And what can be done to improve the fitting and 
selling efficiency of the average retail shoe salesman ? 

These were the questions posed before the Boor aNnp 
Suoe Recorper’s “Shoe Retailers Panel.” And here, 
summarized, were the key findings: 

1) Ninety-three per cent of the nation’s shoe 
retailers give the average shoe store salesman an 
“efficiency rating” of between 50 and 75 per cent 
when it comes to fitting shoes. 

2) Ninety-two per cent of the retailers give the 
average salesman an efficiency rating of between 
1) and 75 per cent in the matter of selling shoes. 

}) Only 45 per cent of shoe stores have a 

regular training program for their salesmen, while 
> per cent have none, and 20 per cent use train- 
ing in some irregular or spasmodic manner, 

4) Chief shortcomings of salesmen in the mat- 
ter of shoe fitting are as follows: lack of knowl- 
edge about lasts and relation to feet and shoes: 
lack of knowledge about shoe fitting; compromis- 
ing on sizes; failure to measure feet; hurrying to 


get the sale over with; lack of interest and desire. 


>) Chief shortcomings in the matter of selling: 
Not enough suggestive selling for extra pairage; 
lack of knowledge about stock; lack of fashion 
knowledge; lack of shoe knowledge; lack of de- 
sire and interest. 

6) In many instances it’s the store management 
that is admittedly at fault for such reasons as 
insufficient stock of sizes, lasts and styles; im- 
proper training and supervision; insufficient pay; 
the commission system. 

7) The 


improving the fitting and selling efficiency of 


most frequently cited remedies for 


salesmen: better pay and incentives; elimination 
or revision of the commission pay system; better 
training; better management aid and supervision; 
more adequate stocks. 
FITTING EFFICIENCY 
Question: How would you “rate” the efficiency of 
the average retail shoe salesman in the average shoe 


store on fitting shoes? 
Some 57 per cent of retailers classify shoe salesmen 


as being 75 per cent efficient at fitting shoes; 36 per 


cent say the salesmen are only 50 per cent efficient; 6 
per cent say they're only 25 per cent efficient. 


What 


salesman in fitting shoes? In the opinion of the Panel, 


are the chief shortcomings of the average 
runaway first place goes to “a lack of knowledge about 
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Their Sales Personnel... 


J , [ars ' 
Panel Members Answer Questions About the Efficiency of Shoe Sales People 


and Suggest Ways to Improve Their Fitting and Selling. An Extremely Enlight- 


ening Report Based on the Opinions of Several Hundred Panel Members. 


lasts and their relation to foot shapes and shoe sizes.” 
Salesmen should recognize that different foot shapes 
call for different lasts, and they should learn which goes 
best with which. They should also know that sizes 
differ according to the last. 

Other shortcomings or failings frequently mentioned 
by the Panel fall in this order: a lack of general knowl- 
edge about shoes and shoe fitting; not measuring the 
foot (taking the size from the old shoe, or asking the 
customer the shoe size); compromising on a size to 
make the sale; lack of interest, desire, initiative: hurry- 
ing the fitting to get the sale over as quickly as 
possible; lack of knowledge about the foot: short 
fitting; failure to measure and fit both feet: lack of 
knowledge about the stock or merchandise; failure to 
explain the fitting requirements to the customer, 

The Panel, however, was emphatic in pointing out 
that the shoe-fitting faults are not entirely the sales- 
man’s, Store management is often to blame, chiefly for 
any of the following reasons: 

Inadequate stock of sizes, lasts and styles; impropet 
or inadequate training or supervision by store manage 
tends to 
And often, as 
is of course well known, the customer is at fault for 


ment; use of the commission system which 


encourage hurried and careless fitting. 


insisting on a certain size or last or style which results 
in faulty fit. 


SELLING SHOES 


(Juestion: How would you “rate” the efficiency of the 
average retail shoe salesman in the average shoe store 
on selling shoes? 
that the 


salesman is a better fitter than a seller of shoes. Only 


Significantly, the Panel believes average 
4] per cent of retailers “rate” the salesman as 75 per 
cent efficient as a seller, while 51 per cent rate him only 
50 per cent efficient, and 8 per cent rate him a mere 
25 per cent efficient. 

The chief shortcoming, as cited by the Panel (and 
it was a runaway “first’’) Lack of 


was: suggestive 


1955 
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What Percentage Of Shoe Retailers Have 
A Training Program For Shoe Salesmen 





Don't Have 
a Program 
Have a 


Piecemeal 
Program 











selling, such as trying for an extra-pair sale, or trying 


shoe when the re 


Viost 
retailers feel, fall seriously short on this effort 
The 


salesmen as cited by the Panel, in order of frequency 


to switch the customer to another 


quested style or size wasn't available salesmen 


other common shoe-selling shortcomings of 


of mention, are as follows 


lac k of knowl 


edge about fashion trends and footwear coordination 


Lack of interest, desire and initiative: 


for use as a selling tool; inadequate knowledge about 


the stock or merchandise lack of general knowledge 


of shoes for use a8 a selling tool lack of general sales 
lack of 


in handling customers; not 
lack of follow-through to close the sale 


psychology ; courtesy and general know-how 


offering customer a suf 
ficient selection 
failure to distinguish between “servicing” and selling 
the customer, 

But here again the Panel was emphatic in pointing 
out that store management was often at fault, and for 
one or more of the following reasons 

Lack of indoctrination and training by management 
failure of management to keep the sales force posted 
on fashion trends; failure to provide sufficient incen 


lack of 


failure to inspire and stimulate the sales force 


tives for the salespeople ; sizes and styles 
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Visual Selling 
Turns Window Shoppers 


Ie xperience Shows that Owners Who Modernize Their Stores Enjoy a Substantial 


Boost in Sales. The Modernized Front Exposes the Interior as a Functionally 
Arranged Show Case Inviting the Pros- 
tive Customer Directly Into the Store. 
The Novus Shop, Columbia, Mo. (below) pective ustomer Du ly In 
offers a striking example of store front 
modernization. By slanting the windows, 
glare is eliminated from the displays. 








Before and after—-the Edwards Shoe 
Store, Salisbury, Md. (above), shows hou 
the modern open vision front can give 
an unobstructed view of the interior 














Chandler's, Des Moines, la., illustrates 
the functional beauty of a semi-open 
front incorporating polished plate glass, 
aluminum and all-glass Herculite doors. 


[uit LSE buying, which turns America’s vast army 
of casual window shoppers into buying customers, is 
largely controlled by aggressive retailing practices. 
One of the popularly accepted incentives widely used 
by progressive retail shoe merchants today is the all- 
vlass open vision front. 

Past experience has shown that owners who have 
modernized their establishments have enjoyed a sub- 
stantial boost in sales volume. Some of the increases 
range anywhere from 25 per cent and higher during the 
first 


questionably, this point-of-purchase appeal really helps 


year following the modernization program, Un- 
clinch the sale. 

The evolution of the open vision store front has been 
vradual, incorporating changes and innovations to meet 
the spec ific needs of shoe store owners, Primarily, the 
modernized front exposes the interior as a functionally 
carefully designed and carried 


arranged showcase, 


out to the most minute detail to give sales impetus to 
every area of the store, 

The trend to open vision began with the acceptance 
of all-glass Herculite Then 
vlass side lights, show windows without backgrounds, 
finally the 


simplicity and openness, and treating both the exterior 


entrance doors. followed 


and all-glass visual design emphasizing 


and interior as one unit. Public acceptance of the open 


vision front has established it as the hallmark of an 
up-to-date, sales conscious business enterprise. 
Successful shoe merchandising involves numerous 
problems so that no one solution could possibly apply 
to all. Individual treatment according to architectural 
structure, harmony with adjacent buildings, volume of 
business anticipated, geographical location, customer 
traflic, etc.. must be considered. 
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New life to an old store front 
(below) with polished black Carrara 
structural glass, polished plate glass 
and aluminum store front metal, The 


Werner Shoe Co., St. Joseph, Mo 


AN 


WERNER SHOE CO 


4, 


GOOO SHOES 





Grey kidskin boot, buttoned on_ side, 
with scalloped edge. By Capobianco. 


by LYSIA HARIVEL 
PARIS CORRESPONDENT 


Left: Brown kidskin pump trimmed with black on 
” vamp and heel. By Laure. 
sx it 


ELEGANCE in Paris Styles 


Gre AT sobriety is the order of the day with Parisian 
shoemakers. This year dark colors reappear and there 
are such special colors as Marron Glace, Caramel and 
Chocolate and a new sensational, very special “olive” 
green which is proving equally good for afternoon 
and evening shoes. Often combined, these colors are 
very distinguished looking. 

In walking and sports types, the arch and heel have 
been carefully studied to give the foot the best possible 
support. These shoes are made in gray and black suede, 
smooth calf and black “Cara calf” which resembles 

[TURN TO PAGE 62, PLEASE | 


Green satin pump with draped vamp and 
antique ornament. By R. Delicata. 


in Town Shoes the Pump Leads. Draping, Pleat- 
ing, Perforations and Contrasting Leathers Impor- 
tant Treatments. Evening Sandals Are Encrusted 
with Rhinestones, Trimmed with Tiny Pearls and 
Antique Ornaments. Vamps Tapered. Heels High. 


Brown alligator pump with sabot silhou- 
ette and very slim heel. By Palinkas. 
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December... 
The big Month for Profits 


The Public Is in a Spending Mood at Christmas, Not Only 
for Gifts but for Regular Clothing and Accessory Items 
as Well. Dressy Shoes, for Example, Are Worth Extra 


DecemBer should be chalked up 
as one of the best months on the 
shoe retailer’s calender. This doesn’t 
mean extra sales of slippers, hand- 
bags, hosiery, and novelties alone. 
It also means good healthy sales 
of basics and better sales of dressy 
types as well. Evening or cocktail 
shoes, dressy types for southern and 
cruise wear, and moderately priced 
casuals are also good possibilities. 

Many retailers have found that 
extra planning for promotions, ad- 
vertising, and display for December 
pays off. There are many reasons 
for this. The public is in a spending 
mood at Christmas time and _ this 
affects not only gift items, but 
regular clothing and accessories as 
well. 

Naturally, gift merchandise 
should get top preference when it 
comes to promotion. But regular 
shoes should not be overlooked. 
Seasoned retailers have found that, 
with some extra promotion, dressy 
types of shoes have responded with 
sharp upturns in sales. Patent, for 
instanc ce. has bee ome practically a 
year-round seller. But it is a natural 
for December. For one thing the 
very nature of its appearance makes 
it ideal for the glitter of holiday 
trimmings and displays. This is the 


time to suggest, in advertising and 


display, shoes for holiday parties. 


Small retailers often have 


difficulty selling any sizable 


town 


amounts of very dressy shoes the 
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Promotion at This Time. Patent Is a Holiday 


rest of the year. But the holiday 
season is one period which will 
bear the glamour promotion theme 


with definite results. 


Timing Important 
Timing is important in planning 
December advertising and promo- 
tion, Slippers and other gift items 
should be displayed from Thanks 
begin 


giving on. Advertising can 


early in December. However, ex- 
perience has shown that most of 
the purchases of slippers as gifts 
are made during the last two weeks 
Christmas, with 


before greatest 


activity in the last week. Slippers 
are definitely a last minute pul 
chase, 

Therefore, it is well to advertise 
dressy type shoes the early part of 
December and reserve the heaviest 
concentration of advertising for 


slippers for the period when the 


public is most likely to buy them 


Summer Types an Asset 
If at all possible, retailers should 
include some promotion of shoes 
for southern wear in their programs 
for December. Mid-winter vacations 


are increasing in popularity and 


Mural by 


Natural. 
by BERNICE DECKER 


northern and mid-southern retailers 
have learned to take advantage of 
this. One mid-western retailer is 
located in an industrial and rail 
road town, which, on the face of it, 
might seem completely illogical for 
sale of southern wear this time of 
makes it a 


the year However, he 


practice to have a good selection 
of shoes of this type in his store 
by December | 


displays them, and sells 


He advertises them, 
them in 
sizable pairage 

There is a distinct advantage to 


this early promotion aside from 


extra sales. Summer type shoes 


brought into the store at this period 
Women 
like to buy shoes that are definitely 


ire an asset not a liability 


new in feeling and appearance 
Some will buy them to keep until 
don t 


This 


is an ideal time to gain some indi 


the following season if they 


buy them for southern wear 
cation of buying trends for Summer 
types and can he of considerable 
buying plans for 


eason Any 


held over 


help in making 
later in the shoes 
bought this carly can be 
until the later selling season with 
no loss 
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Stanagaard & Associates, Inc. 


Foot Growth and Shoe Sizes 


W hat is the Relationship Between Shoes and Shoe Sizes and Foot 
Growth? Here Ils a Study of the Development of the Manning Quads’ 


Feet, the Findings of Which 


One of the most discussed issues 
in children’s shoe business is the 
rate and character of foot growth 
and the relation of shoes and shoe 


sizes to this growth. A great deal 


of opinion, experienced and other 
wise, has been expressed and writ 
ten on this subject. 

However, three years ago began 
dealing with 


a remarkable study 


this matter. The findings should 
shed much light on a subject which 
has for so long been surrounded by 
controversy and lack of reliable in 
formation. The findings of this 
study are published here for the 
first time, based upon information 
taken from actual records. 


In May, 1952. 


was alerted by press announcements 


the whole nation 


that a young mother in South Wey 
Mass., 
birth to quintuplets. The 


mouth, would shortly give 
reports 
were premature, It was a near miss. 
What actually happened was that 
on June 8, Mrs. John Manning gave 
birth to quadruplets—three boys 
averaging two to four 


Weeks later, having 


lived under special care in incuba- 


and a girl 


pounds ear h. 


tors, they had reached normal size 
and full health. 
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- 


fre Now Reported for the First Time. 
WILLIAM A. 


ROSSI 


Cie Rega 


we 





The Manning quads were first fitted when they were five months 
old and exacting foot measurements were taken. Footprints were 
made to provide a running record of sole-pattern development 


Last April they got their first oxfords 


alter the children 
brought home, Richard J, 
head of the R. J. Potvin Shoe Co. 


Brockton, and maker of 


Shortly were 


Potvin, 


in nearby 
infants’ footwear, went to the Man- 
ning family and offered to provide 
the children with shoes throughout 
their early growing period, Pot- 
vin’s objective was primarily “scien 
tific.” He was planning to estab 
lish his Child Foot Research De 
partment. To record the course of 
foot development of the Manning 
quads would comprise another of 
the several research projects to be 


undertaken by the company, under 


top of page 


the direction of Mrs. Potvin, a reg 
istered nurse with qualified medical 
knowledge as well as much first 
hand experience with infants’ and 
children’s footwear. 

And here began a research exper 
before undertaken in 


iment never 


shoe business. It’s a generally ac 
cepted fact that children differ in 
their rate of foot growth in the 
shape and sizes of their feet at any 
But the fact that these 
differences could be attributed to a 


lot of back- 


vround of different families, differ- 


given age. 
variables—hereditary 


[TURN TO PAGE 63, PLEASE | 
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With a Dollar Sign... 


F ushion Is Sex with Its Clothes on. The Pretty Girl in the Window 1s 
Only One of Many Ways of Putting Sex to Work for You Selling Shoes. 


Wrrtinc in defense of Tobacco Road, the “over 
sexed” play that had run for years at the Forrest 
Theater, Brooks Atkinson once said in The New York 
Times, “\t is one thing to deplore the theater's lack 
of fastidious sensibilities. But to maintain that the 
theater should be devoted to the fine aspects of the 
human race is to imply that the human race is innocent 
of corruption. The function of art is not to promote 
a code of standards or to maintain social ideals, but 
to tell the truth about all the people who inhabit the 
world,” 

Here’s another vote—this time from Gilbert Seldes 


book. “You Print That.” He tells of a confi 


dential report made by M. Boncour, French Foreign 


Cant 


Minister, to his cabinet back home: “Please stop send 
ing us your old men as speakers. They look tired and 
worn-out, and have to be put to bed with hot-water 
No wonder 
picture us as a feverish, exhausted race. Send me some 
said M. Boncour. 


luncheon of the 


bottles the minute they get here. Americans 


men with charm,” 

The hit of Women’s 
National Press Club in Washington was Sylvia, the 
And the all-time high for 
attendance at the New York Sales Executives Club was 
the day they had Sally Rand. 


of the complaint by a C.1.0. unit to the old National 


younge! 


the day at a 
Hollywood Beauty Expert. 
Too. you may have read 


Labor Relations Board that they couldn’t get a quorum 


for labor meetings because every night the company 
ran a free strip tease show in competition with the 


union. 


Sex Extends to Wide Fields 


Outside of sports events like football, baseball and 
forms of entertainment can survive with 
Music has it. We have only to 


read the notes in the programs of the New York Phil 


boxing, few 


out some sex interest. 


meets 
girl” twist in music. And in 
a recent issue of the New York World Telegram is a 


story of an acrobats’ convention at which the chief bit 


harmonic Orchestra to see that there is a “boy 


Sooks certainly have it. 


of business was the unanimous passing of a resolution 


advocating more sex appeal in tight rope walking. 
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by ZENN KAUFMAN 


Of course, it isn’t difheult to conceive sex tie-ups on 
fashion goods, Fashion is 


But don’t think for a 


cosmetics, beauty-aids or 


really sex with its clothes on 
second that other goods can’t be promoted with the 


same theme. 


For example, the New York Telephone Company has 


sold phones with a warning to girls that “no phone 


means no date.” And another example is furnished by 
Reuben Donnelly Corporation, sellers of advertising 
space in the telephone company’s classified directory 
When we ran a sales contest in which the prize was a 
trip to the Latin Quarter, we played up the pretty girls 
angle brought a brunette from the 


even stunning 


chorus to Donnelly’s sales meeting. Sales reached new 


peaks 


as the salesmen’s interest did likewise 


Saltzman put S.A. into a window for his 


when he showed Adam and live in his 


cocktails 


Loyale Bar 
window, drinking A subtle inference of put 
suit and seduction 

The staid General Electric Co. uses the same appeal 
in selling such mechanical contrivances as sun lamps 
when it shows a man surrounded with admiring women 
as a result of a healthy after-glow from sun-lamp treat 
ments Following this same psye hology, many automo 
bile ads have shown the lucky boy or girl sitting in a 
flashy roadster surrounded by members of the opposite 
sex 
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HOW'S YOUR SHOWMANSHIP? 


Each month, our autographed copy of SHOWMAN 
SHIP IN BUSINESS is given for the best example 
of Boot & 
Tell us of something you've done 


of showmanship sent in by a reader 
Shoe Recorder 
or even something you've seen that has helped add 
that extra touch of dramatic interest 


FREE “THE SHOWMANSHIP 
YARDSTICK” 
Send a self-addressed 


free copy of The Showmanship Yardstick--a 12 
point check list of the elements that make a good 


stamped envelope for your 


shou 














“It’s not what I want” often means: 

“It’s not what I saw in WOMAN’s DAy.”’ 

Many of your customers buy WOMAN’sS Day month 
after month at the local A&P... look to 

WOMAN'S Day for ideas on what-to-buy. Want to 


reach the A&P shoppers in your neighborhood? 
Feature the shoes in WOMAN’S Day. 


sre NSIStS 
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THE A&P MAGAZINE 
the NATIONAL magazine... with the NEIGHBORHOOD impact 


=shé saw in WOMAN SUay 
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d GLAZED, too, of course 


FOR THE 


SMARTEST, LIGHTEST, SOFTEST 


GRAINS 


LOOK TO \ \ 
ovnces Ave Cr CY 
a 














Leer Sleeis 


We'll be glad to mail color swatches of any or all 
of these fashionable grain leathers by Evans. 


Tha Hele $ Mi Leite 


JOHN R. EVANS & COMPANY, Camden, New Jersey st. 1857 
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PROMOTIONS HOLD VOLUME 
FOR DETROIT RETAILERS 


A MODEST improvement over a year 
igo, running perhaps five to six per 


5 


principal shoe 
More 


intensive promotion in various forms 


cent, is indicated by 


stores and departments here 
is a principal reason for maintaining 
a slight advance in the face of gen 


erally slow business conditions. 
The outlook of local shoemen is a 
Looking ahead 


to an early Easter, retailers have been 


restrained optimism 


buying, especially in women’s and 
children’s departments, for early de- 
livery, anticipating a big stimulus to 
early retail selection of the new 
styles 


There is a vocal off record expres 


sion of resentment by retailers of 
price increases, with many feeling 
that manufacturers have taken ad 
vantage of the excuse of rising sup 


ply and manufacturing costs which 
will not become effective until Spring 
to boost prices in advance. However 


this sentiment, as expressed, recog 
nizes that shoes have appeared to be 
under-priced in relation to other mer 
chandise, leading to the expectation 
that the publie will accept higher 
prices without too much difficulty 

In men’s shoes, a big swing toward 
black is evident, with plenty of pro 
motion being given with window and 
other displays. In women’s novelty 
black calf or 


pumps with either high or low heel 


lines, suede sweate! 


were reported leading. Cuban heel 
pumps were also verv good 

For Spring selling, shoemen an 
licipate a big patent leather season 
in both 


blues and reds in calf following. An 


sandals and pumps, with 


important new high style touch in 


lower heels is expected to be the 
introduction of the new small curved 
continental heels for Spring 

The fact that promotion is building 


or sustaining volume is indicated in 


various stores. Typical is the case 
history at Kerns, where October busi 
ness took a nice rise through the 


stimulus of Founders’ Month specials 


In shoes this meant concentrating 
upon one shoe at a time, showing its 
different 


at the regular 


availability in colors, and 


offering it 


price-——-not 
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a lowe 


a mark-ofl. This might be 
priced casual at $2.99 or $3.99, 0 
better grade shoes. It has meant 


building a solid volume for specifi 


highlighted items in the featured 
American Girl line at this store, for 


instance. 
* 7 * 


FANCY HEELS PROMOTED 
IN MIAMI 


THE new high fashion styles which 
will be shown in this area after the 
first of the year have not yet made 
their appearance, and all along fash 


ionable Lincoln Road, Miami Beach 









OWL 
ported 
Pucollos 


newly delicate-—with the 
toes pointing out their 

slimness. Both black and nch 

in suede—bhow'd, of Lit with 
pearlized calf. 16.95 


Exclusively for our Shoes, at Young Prices. 


Main Floor 


Shoe Salon- 


SARS 
FIFTH 
AVENUE 


AT LATHROP 


The delicate heel and the pointed toe 
distinguish this little shoe advertised 
by Saks Fifth Avenue, Detroit. 









practically every lene tore ms run 


ning big copy advertising closeouts 


of all shoes. Usually these sales take 


place during the early Summer, but 


even though they were in force some 


months ago, sales are again appear 


ing. Shoe men are anxious to cleat 
their inventor of all left-overs, for 


evidently there will be some drastic 


changes in the new lines to be shown 
in a couple of months 

The promotion of faney heels con 
tinues, and in a big way One shop 
has been featuring a black suede with 
richh 


i high heel ornamented = in 


sterling filigree The motif is re 
peated on the bow which ornaments 
the toe This of course is one of the 
newest shoes and will carry over into 
eason The 


the coming matching 


handbag has a handle ornamented 
with the same pattern in silver 

Many of the new shoe ire jewel 
decorated Designes have flung i 
‘fortune in jewels at milady feet 
ind the many jeweled accessories 
which will be a part of the season's 
fashion are appearing in shoes as 
well as elsewhere Jewels on your 
feet are found in a gla slipper 
parkling with rhinestone on buckle 
ind heel \ ued pump with 
medium heel ha ilver sequins LIN 
ING the shapely heel. Flower too 


have made their appearance in dress 


hoe Burdine’s is showing a glass 
lipper with ROSES embedded in the 
lucite heel. Selby’s has a black suede 


pump with a rhinestone studded heel 


that is meeting with good receptance 
Another interesting shoe, but without 
ewel trim, is black with an aluminum 
heel 


GREAT EXPECTATIONS FOR 
CHRISTMAS IN CHICAGO 


CHRISTMAS 


trating on slippe r 


promotion concen 
lounging footwear 
ind some extremely high style casual 
types, are now occupying most of the 
retail shoe 


attention of the Chicago 


trade. Most stores began their slipper 
idvertisements the last week in No 
accelerate them the 


Although 


vember and will 


rest of the month most 


stores make a determined bid for 
early shopping, experience has proved 
that the largest volume of slipper 
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10 days 
This is particu- 


purchases are made in the 
preceding Christmas. 
larly true of men’s slippers. 

The Chicago Christmas selling sea 
son was Officially opened November 
19th with a parade and special festivi 
ties on State street. There is consid 
erable optimism and expectation that 
this year’s Christmas sales will top 
those of a year ago. 

Regular shoe selling is pretty well 
distributed 


The drop line pump remains 


through the entire style 
range 
the favored pattern. Calf continues to 
gain in momentum in all types, al 
been a steady seller 
Black is the usual 


browns 


though it has 
since September 
more tans and 
field 


leathers 


leader, but 


have edged into this than in 
Patent 


started to sell and should account for 


aome years have 
a good share of volume this month 
Most retailers could have sold plenty 
of patent in October. The glass and 
aluminum heels still get a lot of in 


terest. Vinylite combinations are sell 





ing well and are expected to continue 
Pigskin has shown some 
both 
types and so have the cork 


doing SO. 


early activity in dressy and 
casual 
adaptations. Matte leathers are ac 
tive in the salon type stores, There 
has been a persistent interest in gray 
steady 
Alliga 


tors have picked up in activity during 


a sprinkling of red, and a 
stream of sales in Avocado 


recent weeks 
* ¥ 


A LITTLE OF EVERYTHING 
IN ST. LOUIS 


THE retail shoe business in St. Louis 


is very spotty and barely reaching 


par for the season, a survey of major 
reveals, Particularly 


outlets disap 


pointing are women’s footwear sales 
Men’s are even, to slightly ahead of 
a year ago: children’s continue to 
lag in downtown outlets, but subur 
ban and neighborhood operations are 
satisfactory for the 


period, tradi 


tionally a slow one. More activity is 


anticipated in children’s footwear 
mothers are 


outfits 


come December when 


prone to buy new holiday 


52 


Sales on women's footwear are run- 


ning only about even, in some in 


slightly behind November, 


lances 
1954, figures. Even salon clearances 


on better footwear are drawing only 


a “fair response.” No one knows ex- 
actly why this is even the 
weather, though slightly warmer than 
seasonal, is not blamed 


What 


plished is not 


business is being accom 


serving as a good 
barometer of consumer wants. “It’s 
just a little of everything—brown and 
black calfskin, black suede, a little 
navy and wedg wood blue.” However, 
one merchandise manager reports in 
teresting activity on red suede com 
bined with black patent; another says 
the customer interest in Corkette is 
promising; a third department man 
ager could point to a flexible, softly 
constructed walking shoe of grained 
calfskin, 22 pairs of which had sold 
in two days. In the overall, another 
item selling is the deeply cut shell, in 
all price ranges. One department 
store says it sold over 200 pairs of 
the low shell in the $19.95 price cate 


gory alone 


MULTIPLE SALES HELP 
NEW YORK VOLUME 


SHOE retailing in New York has 
been adding up to some good figures 
Some of the merchants have indicated 
that despite weather and other handi 
caps, they have done excellent busi 
their 
Retailers have promoted their shoe 


ness the best in history 
aggressively and consistently and con 


sumers have responded with good 
purchases. The knowledge that prices 
will probably be increased has been 
a prod to many customers and multi 
ple sales of shoes in the same style 
but in different colors, leathers and 
even heel heights have not been un 
anxious for good 


usual. Women are 


shoes that are smart and comfortable 





; 
Yea 

> 

- nba 


The shoe dog has his day in this ad- 
vertisement by Frank Brothers, New 
York, which illustrates a fitting stool. 


and when they find the last that suits 
and fits their particular foot needs, 
they will buy more than one pair of 
slioes at a time. 

In women’s shoes, pumps are by 
far the most popular silhouette and 
black is the best and most often re 
quested color—in suede, matte calf 
etc. To quote some of the high points 
of fashion emphasis: “Brilliant stroke 
tapered lines, thin goddess 
flattery.” “The 


newest calf colors.” 


of genius 
heels—-the 
slim sheath in 
“Trim-to-your-Whim Pump.” 


greatest 


Retailers have put their own brand 
of promotion across to the consume: 
Some have stressed the handsewn im 
ports. Others have featured American 

“The woolen 
woven with leather, adapted 


tweeds handsome 
tweeds, 
to the American casual way of life 
ideal with suits and separates.” 

In this pre-holiday season, retailers 
are giving consumers an opportunity 
for a choice and a chance to find the 
exact shoe for the purpose and occa 
sion. Size runs are full and complete, 


in most cases, and the styles and col 
ors are exciting enough to induce the 
consumers to buy at this time. Trafhi 
in stores has been good 

The children’s and men’s retail shor 
business continues at a steady pace 
The new styles, patterns and “occa 
sions” are the important influences in 
these categories 

Shoe retailing in New York is con 
sidered to be good at the present time 
and prospects are that it will con 
tinue in that pattern, for we are head 
ing into the busy social and holiday 


season 
* * * 


BALTIMORE SALES 
SHOW VARIED TASTES 


TALKS with retail shoe buyers in 
many of Baltimore’s leading depar! 
ment stores reveal a potpourri of 
preferences shown by this city’s typi 
cal middle-class customer 

Items which have moved especially 
well are plain black 
from $12.95 to $17.95 in one store 
and both plain and detail 


[TURN TO PAGE 54, PLEASF 


suede pumps 


pumps 
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Visual Selling Turns 
Window Shoppers into Buyers 


[CONTINUED FROM PAGE 43] 


When planning a new or remodeled 
front for your building, your first step 
is to consider an architect’s advanced 
design. This is a functional] plan by an 
architect who has a thorough know- 
ledge of and experience in moderniza- 
tion and who has fully considered such 
major points as display, identification, 
entrance, and setting. 

Display is the first requisite of good 
store design. It is essential that owners 
design their stores for generous selling 
and to show effectively as much mer- 
chandise in as large an area as possible 


Unlike the old-style front with it 
regulation windows and solid back- 
ground, the new open vision front 


permits the potential customer to see 
directly into the store through a clear 
plate glass partition. Consequently, the 
entire store is on display. In many 
instances, floor space in the modern 
shoe establishment is evaluated on how 
well it can be used to display mer- 
chandise. 


Simplicity of design plays an inte 
gral role in successful store moderniza- 
tion. Simplicity with a skillful use of 
limited ornament. Simplicity allowing 
for display variations such as added 
height 


for dramatic effect and smal! 
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retailers with an @yé on 


a division of JOHANSEN BROS 


cash-ual business are keeping 


wok Hitz 


on 


California 
17320 Rancho Ave., 


Phone 












SHOE em 


units or elements for concentrated 
attention, 
The arrangement and placement of 


the firm’s name must be given serious 
consideration. Nothing is valu 
able as a merchandising asset than the 
store’s identification. It is important 
that you impress potential customers 
with the identity of your store and the 
quality merchandise it has to offer 
Consequently, signs should be decora 
tive, not garish, but of good proportion 
They should convey a and 
erve as an essential part of your store 

The entrance to your outlet 
should have a welcoming and inviting 
effect. It should guide 
potential patrons from the street to the 
interior of the The combination 
of the entrance, the walls and display 
which separate the front from 
the interior should separating 
devices but rather offer protection from 
the elements and serve as an enclosure 
at night. 

I'raming of the exterior to best en 
hance and harmonize with the interior, 
includes the piers, lintel and bulkhead 
There is no distinct demarcation indi 
cating where the store front ends and 


more 


message 

retail 
unobtrusively 
store 


store 


not be 


the interior begins because both are 
parts of the component whole a 
whole which can reflect personality, 


quality and character. Color can be 
provided with Carrara structural glass 
for use in lintel, piers or in return 


wall 
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the preceding good de 


test of 
ign points comes in the final require 
over-all attraction. This includes 
election and the 


The 


ment 
proper lighting, color 
needed to create a 


general touche 


pleasing atmosphere. In a well-design 


ed hoe store, exterior complement 


interior to over-all picture 
of functional beauty. 
Speaking of both 
the store, 
point of view, find from past ex 
perience that flexibility is an important 
element to Many 
and display men find that more flexibil 
be had with 


present an 


the and 


from a 


exterior 
interior of general 
we 

consider merchant 
ity and ease of change can 
vision front because practical 
used 


the open 
type of di can be 


window 


any play 


The may he entirely o! 
depending 


Variations 


partially creened upon 


what effect is to be created 


onal selling also are 
flexibility in design 


front is a 


for sea 
a part of this 
Actually, the 
approach 
entation of 


in plan 


open vi 
that 


tne 


ion 
provides public 


efficiency 


ubtle 
pre over-all 
of your 
In planning your store modernization 
program, arrange it so that it 
carried through to completion at one 
You gain the benefit of the 
effect of your modernization 
and 
the 
casual 


store 
may be 


time 
entire 
additional 
beginning. And, 
hoppers 


customers 


immediately tne 
sales from 


remember 


enjoy 
very 
window 
your 


can be cash-paying 


through visual selling 
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Black calf has also sold well in this 
both in the closed back 


and toe and closed back and open toe 


type shoe 

Several store spokesmen also dis 
cussed the volume turnover in very 
clear Vinylite shoes for evening from 
$16.95 to $22.95. 

There was great interest shown in 
satin evening shoes 
tinted, at from $8.95 to $12.95 

One buyer stated that “Open shoes 
are beginning to come back again in 
black suede from $12.95 to $17.95.’ 

Brown 


hac k 


ume, as 


reptiles in closed toe and 
pumps have done a good vol 
well as casuals in closed type 
in glove leathers in red, black and 
brown 

There has been a lot of interest 
shown in Corkette shoes 
$9.95 for casual 


shoe ty pes 


in all prices, 
and $16.95 for dress 
Budget price 
also sold well at from $9.95 to $11.95 


Slippers have 


shoes have 


started to pick up 


BLACK MOST IMPORTANT 
COLOR IN BOSTON 


Wirn the Fall season drawing to a 
there has 
lull im the 


ton and its suburbs. This is normal 


close been a perceptible 


retail sale of shoes in Bos 


for this time of vear and mer 


chants report that, although sales 


heavy as in the 
November, they feel 


have not been as 
earlier part of 
confident that their month-end-check 
ups will show an increase over the 
same month of last year, Percentages 
of increase, based on the first three 


weeks of the month, range from five 
to 15 per cent, even more in the case 
of a few retail outlets. Consumer de 
mand for shoes is still at a relatively 
high level 

Teller, in the Back Bay 


shopping section, reports that the sale 


Bonwit 


of dressy shoes is good for this time 
of year with black still the leading 
followed by brown and red, in 
that order. In 


continuing call for the soft types of 


color 


casuals there is a 


54 


white satin, to be 


CONTINUED FROM PAGE 52| 


reflect the Italian in 


fluence and these are 


shoes which 


being bought 
not only by the younger set but by 
matrons, as well 

Crosby's, a popular 
Street, has 


an early demand for Christmas met 


price shot 


store on Summer found 


chandise—-in this case fur-trimmed 


house slippers of fabric in white 
black and white, pink trimmed with 
blue and yellow, and medium blue 
contrasted with trim of yellow and a 
lighter blue In dress shoes here, too 
black is by far the best 
wide range of heel heights. 


At Wilbar’s on Franklin 


there has fairly 


seller in a 


Street 
been a steady de 
mand for moccasin types sold mostly 
to the teenage group, although they 
are also popular with 
Detailed 


good in black 


many grown 


women pumps continue 


brown, red and navy 
and ope ned up shoes have been sell 
ing in reptile prints and in vinylite 

The Little Shoe Shop on the first 
floor of Filene’s has been 
pumps with narrow leather bows at 
the throat in black and a 
plain pumps in black smooth 


selling 


warm 
brown 
leather and in black suede: and wedge 
heel sandal types in red and gun 
metal Flats have been pushed nm a 
variety of colors 

At Richard’s, Washington 
Place. it 
that although there was a seasonal 
lull in late October 


up igain 


Street 


and Temple was reported 


business picked 
November and 


been 


early in 
permitting, has good 


black 
to 80 per cent of 


weather 
since then, with leathers ac 
counting for close 
the sales. Brown has been second in 
a wide variety of styles and red has 
heen third. At this store, too, it wa 
reported that patterns with moccasin 


like foreparts have been good sellers 





“ * 1 Mutter 

A suit shoe that looks the part in 

spite of the air that's allowed to get 
into it. |. Miller, New York. 


CHEYENNE PROMOTES EARLY 
LAY-AWAY FOR CHRISTMAS 


A NUMBER. of shoe retailers in 
Wyoming this 


Cheyenne season 


launched an early Christmas lay- 


away promotion which has brought 
gift purchases in footwear to date at 
least 10 per cent ahead of a year ago, 
store managers reported The foot 


wear merchants cooperated with a 


number of other retailers in sponsor- 
special section in the 


ing a 16 page 


Cheyenne newspapers devoted to lay- 
away shopping selections 
The three-pronged promotional 
theme that has brought good results 


in footwear gift sales has been: (1) 


Complete stocks make possible 


widest and finest selection; (2) 
shopping enables the cus 


better 


lay iway 


tomer te regulate his Christ 


mas budget, and (3) 


avoidance 
the usual last-minute rush 

House slippers have led the 
selling by a fair margin. but ses 
stores reported i gain in such iter 
as hunting ind cowboy boot skati 


-hoe and conventional dress shoes 


Where 


an unprecedented market has 


men and boys are concerned 
devel 
oped in casual footwear via the lay 
away plan. One shoe dealer pointed 
out that for the first time in many 
footwear has been radi 
cally restyled, with the 
definitely enter the gift 
1955 


Sparking sales of “at home” foot 


veal Irie n’s 
result that 
casual shoes 
category for Christmas 
wear for women and girls has been 
the trend to television and more home 
entertainment, a women’s shoe buyer 
explained, Suede in pastel colors has 
been an early lay-awayv hit at this 
store. Glamor shoes sold for lounging 
or hostessing have included smooth 
and crushed grain leathers, silver and 
gold leathers 


Flory's Shoe Store reported an un 


and he ided moccasins 


precedented early business in famous 
brand hand-turned slippers for men 
Ihe store has promoted them heavily 
through department and window dis 


play, as well as by advertising 
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Glamour No Substitute 
for Service 


[CONTINUED FROM PAGE 15] 


to provide a similar style from some other manu- 
facturer, or for that matter a special order if necessary ? 
Second: Is a retail store which moves so fast in style 
and promotion that it outstrips even a small part of its 
clientele as smart as it may appear to be on the surface ? 
Or is it in reality out-smarting itself? 

The speed with which an established shoe store can 
change its face and character is amazing! Often such 
changes are so fast that its regular customers have 
trouble keeping abreast of them. Shops, which a year 
ago featured their wares over the counter on a side 
street, suddenly emerge today as lush salons with 
elaborate decorations, expensive furnishings, and with 
every outward evidence of luxury and success. No 
longer can a customer tell the type of operation or the 
quality of the shoes it sells from the outward appearance 
of the store alone. 

In most ways this general dressing up of shoe stores 
is very much to the good. Well-styled shoes certainly 
deserve an attractive setting for their presentation and 
sale. But no retailer should become so carried away 
with the appearance of his new store, the speed of his 
styling, or the smartness of his promotion that he 
becomes blind to the needs of any major group of his 
customers, particularly when they have helped to build 
his business and have provided him with the where- 


withal which made his dream store possible 


Related Selling with Casuals 
in Budget Sportswear Shop 



















As part of its Budget Sportswear Shop, Carson Pirie Scott 
and Company, Chicago, operates a Budget Casual Shoe 
Shop where shoes are carried that are designed to be 
worn with current sportswear and are shown in the set- 
ting in which the sportswear is sold. The shop is laid 
out so that it is possible for customers to select a blouse 
or skirt, slacks or shorts and also buy the proper shoes 
at the same time. Emphasis is on the soft type casuals, 
although there is a wide selection of styles. Stock is 
bought in consultation with the sportswear buyer so that 
colors will be appropriate. 
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What's 
New? 





You can fit every man's shoe 
in your store from 6!/2 to 13—from 
dress to brogues, with just 4 
sizes of this completely new last 


Tingley Sandal 


This new men’s sandal has a fit 
as phenomenal as the Tingley Storm 
Rubber. Does the impossible by fit 
ting everything in your store from 
light weight narrow dress shoes to 
the popular brogue styles in only 
four sizes. You must try these nev 
andals on shoes in your own store 
to believe what they can do. Eve 
half sizes in two lasts (28 sizes) of 


lined rubbers can’t do the job as well 


Made with Tingley diamond grid 
non-slip sole, in black, brown and 
beautiful translucent amber pur 
gum. Your Tingley Distributor now 
has these in stock 


RUBBER CORPORATION 


903 ROSS STREET, RAHWAY, N. J 
ALIA TE HAE ACRIDINE ANS NS 
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anufacturing 
td Markets 


New York 


Tu strike against New York shoe factories early last 
month was short lived and didn’t cause much displacement 
Production was held up for about four days and since then 
has more than caught up 

baclory 


that business is very sali 


Salesmen have been out on the 


Manufacturers report 


road and they have sent 


in some very good business. Generally, their resources have 
been doing good business at retail and therefore have been 


in a better position to buy In some case where it ha 


going 
ilesmen have picked up a few new account 


been a matter of into higher price range, these 


and, in re 
verse, may have lost one or two for that same reason 
It all adds up to an outlook of steady production from 
December and into the first 


now through the balance of 


quarter of 1956. Shoes in the making now are in the broad 


range of late Fall, resort and cruise and early Spring, in 
that order, for deliveries are scheduled from now through 
to January and February 

In women’s shoes, manufacturers report that black patent 
leather is getting very favorable reaction and accounts fo: 
Calfskins and kidskins 
are doing well too and in this category, special emphasis 

the Bread” 
the blues—-there seems to be some differ 

Some 


1 good portion of thei production 


eems to be on colors called “French and 
‘Flax.” As for 
ence of opinion manufacturers report that Wedg 
wood is getting good response and navy blue isn’t as strong 
is last year; while others indicate that blue is just as good 
as ever. Black is still a very strong favorite. 
Manufacturers of children’s shoes indicate that their pro 
duction is going strong and they judge that it will continue 
on that basis from the orders that have been placed for 
hoes from the in-stock departments as well as those for 
future delivery 
There is a general feeling of satisfaction at the shoe 
manufacturing level at the present time and manufacturers 
expect that their year-end figures will compare favorably 


with last year’s 


Chicago 


THe shoe industry has settled down in the Chicago 
and is following the patterns established during the Na 
Shoe 


most advance early Spring orders are in and under way 


area 


tional Fair. Production schedules are settled and 
Factories have been concentrating on patent leathers and 
other novelty dress types which are reaching the stores 
this month. This is expected to be the best patent year on 
record. Most stores could have sold patent in October if 
they had stocked it, 


into Spring 


and sales are expected to extend way 
There has also been a better demand than 
and More and 
northern retailers have learned that there is business to 
with a little Early 


usual for resort crutse type shoes more 


he had on these types promotion 


56 


indication of trends tu! 


being talked the 


inate 


alipliliy disu gives them some 


volume ordeis. Right now, turquoise is 


number one color, and straws and rathas favored 


rials. 
The early Laster date has 
with 


spurred most retailers to early 
Feb 
are taking as 


commitments, requests tor shipments by early 


ruary and even some in mid January Some 


many shoes as they can get in December, as early selling 
Drop line 
favored pattern, particularly in the bow and V throat ver 
ions. Most volume 


ibout five different variations but are extending their choice 


helps gauge re-orders pumps are the ove all 


retailers have placed volume orders on 


up to a dozen or so styles. Sandals are given heavy booking 
for second orders. 
Thus far 


retailers’ 
to the 


price increases do not appear to have affected 


However, divided as 
take 
that 
and will have to 


outlook for 


and into January 


buying policy opinion is 


direction this may four or six months from 


Most 


established 


cannot abandon 


make 


retail 


retailers believe they 
fields 


However, the 


now 
price some Tre- 
plac ements. business for 


the remainder of the year remains opti 


mistic. The latest figures for the Seventh Federal Reserve 
District 
was substantially higher in all 


last Women’s 


gain, being up eight per cent 


which are for September, show that retail trade 
mayor categories as com 
the best 
Although children’s shoes 
stocks 
Men’s and boys’ shoes were up three per cent, 
The 


same as for the nation in 


pared with yeal shoes showed 


howed an increase of about three per cent, were 
also up 
with stocks in a better position than last year rise 
in all retail sales was about the 
most Midwest cities, about seven per cent. In the over-all 


gains, for the month, women’s and children’s shoes ac 
counted for about four per cent and men’s and boy’s only 
about 0.6 per cent of the total store sales 

As a passing comment on possible price increases it is 
interesting to note that Chicago already has one of the 
highest consumer price indexes for footwear in the coun 
try. Recent U. S. Bureau of Labor statistics show it to be 
121.8 as compared with the U. S. 117.6 


It is surpassed only by Houston and Seattle 


New England 


Bric’ spot in the New England shoe picture during 


the third week of November was the increasing volume of 


city average of 


orders received by manufacturers of men’s and boys’ dress 
shoes in the medium and better grades. Several companies 
report that many of the orders written call for delivery as 
far in advance as March and even April. reflecting the con 
stability of 
Men’s work shoes, too, are 


fidence of buyers in the consumer demand 
during the early part of 1956. 
heing ordered more freely than is customary at this time 
{ f year. 

on the other hand 
While back 


logs have not been exhausted, they have been reduced, in 
PAGE 58. 


Manufacturers of women’s novelties, 
could use more business than they now have 
iTURN TO PLEASE | 
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The 1956 Suit Shoe 
Has a New Look 


[CONTINUED FROM PAGE 39] 
new shoes and also the way in which 
one color has been allowed to stand 


alone. For town suit shoes the number 
one for Spring will, without 
question, be in the _ beige-to-brown 
range and black, in glossy patent, dull 
matte, especially; with some green—the 
volume, no doubt, in the new Avocado 
shade; some Wedgwood blue and some 


colors 


red—very striking in suede in the all- 
over color or, even more dramatic, 
combined with blaek patent leather. 


Navy blue is considered to be less 
important for the coming Spring but 
we still believe that a good many wo- 
men will cling to that perennial favor- 
ite as their basic Spring color. The 
emphasis given to black patent leather 
for the coming seasons, however, points 
to less pairage in navy black 
patent leather has always been wear- 
able with navy blue and other colors 
where women often choose navy. 

The color family that is expected to 
be the real rival to navy, however, 
is the beige-to-brown group. The most 
popular shades here start with the 
very pale flax and go from there to 
warmer beiges and to warm 
brown. Here is one of the opportunitie 
for tone-on-tone—a pale beige with a 
warmer beige and perhaps a medium 
brown, or with just two of these colors, 
chosen to be closely related. This idea 
is very much liked and has a very 
practical aspect since it gives variety 
without the difficulties of coordination 
which come when two sharply 
trasted colors are combined. Beige with 
black is another use of beige that has 
a very smart and sophisticated town 
look for the coming Spring. Black and 
brown is an important combination this 
Winter, so black and beige is a natural 
follow-up for the coming Spring. 

Two of the Spring-into-Summer 
colors that lend themselves especially 
well to ombrés are the new green shade, 
Absinthe, and Wedgwood blue. Absin 
the combines well with Avocado and 
Wedgwood blue with navy blue. Getting 
into real Summer and these 
pastels, by the way, are expected to 
start early again this two 
shades of lighter blue, pink and a rosy 
red, yellow and an orangey tone, also 
make good ombré teams. 

The growing popularity of Wedg 
wood deserves separate consideration. 
As a coordination color it calls for 
special study. What costume colors does 
it match, blend or contrast with? The 
blues in ready-to-wear for the coming 
Spring and Summer emphasize brighter 
and clearer or paler and clearer shades 
than the greyed medium shade called 
Wedgwood. For the same reason that 
it will be difficult to match Wedgwood 
to any costume color, finding a blending 
blue in clothes will not be easy. 

Wedgwood blue as a contrast colo: 
is the best way to sell this shade. It 
can be worn with navy blue, black, 


since 


medium 


con- 


colors 


year 
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grey, beige and white. Trimmed with 
white it is fresh and Summery looking 
The growing interest in this color may 
mean that you have already placed 
some early orders in it. If you 
you will have a chance to try it out and 
see what the consumer reaction is 
Going into Summer, al! of these 
colors—including black—can be so used 
that they become Summer colors. Black 
with white, for instance, will continue 
to be a popular combination. Pale beige 
with black can be a charming, 
looking treatment. White or the pale 
of beiges—flax, for instance 


have, 


ight 


vives a 


meion and yellow, the color s0 mu h 
talked of a year ago and again thi 
year. 

With the wide range of colors and 
the variety of leathers, you also have 
interesting designs and treatments, 
already enumerated, in these new 1956 
suit shoes. And you have a new soft 
ness in constructions end leather 


which make these shoes not only pretty 


and feminine but comfortable as 


well, 


very 


Shoe Department Opened 


Summer look to blue and green and red. WHEELING, W. VA Greig’s, located 
In addition, you have, of course, all the in the Wheeling Steel Building, ha 
lovely pastels—pink, blue, nectarine, opened a new shoe department 
' — me 
LYE @ SUPERIOR FIT... 
Bom 
: ; ® NO MARK-DOWNS 
; you haven't experienced the 


“complete” satisfaction of building 
a sound, profitable business on 
MILLI R Barefoot 
you've missed something—to 
nothing of the extra and steady profits. 


PROFIT thru PERFORMANCE with 
MILLER 


I reed mm 


© SATISFIED 
REPEAT CUSTOMERS 


shoes 


Say 





WEALTH LAST 


3657—The EARLY Tie 
12/8 Suede Covered Heel 
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mt MILLER SHOE <°. »<.. 


MAKERS OF FOOT DEFENDER SHOES FOR BAREFOOT FREEDOM “i 
Manufactured Under Direction of ALBERT FE. KLINKICHT 


sue de 


black 


stitching 


All over 

Puff 

r let 
ew six-eyele tie 


Long inside counter 


SIZES IN 
AAAA 6'/; to Il 
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St., Cincinnati 23, Ohie 
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CONTINUED 


sonic Cases 


to an uncomfortable minimum 

On the South Shore, home of many men’s shoe compa 
nies, the question of a possible increase in wages has been 
raised by the Brotherhood of Shoe and Allied Craftsmen 


his union feels, it is reported, that with the national mini 


mum wage of $1 going into effect the first of next year, the 


minimum for workers other than beginners should be 


raised to $1.25 in a series of step-rate advances 
Leather tanners report good to fair backlogs of business 
currently being booked at a 


although new business is 


somewhat reduced rate. 


Milwaukee 


Bi SINESS is excellent now and so are the prospects for 
1956 


women’s and children’s 


the first six months of according to manulacturet 


Milwaukee 


Factories are working full time or overtime as they 


of men’s, shoes in the 
area 
finish late Fall and Winter business, take care of the size-up 
business and prepare to meet orders for the new Spring 
shoes. Practically no resistance has been noted from deal 
ers to the higher price structures. 

“Merchants are pretty well adjusted to the new prices,” 
said a sales manager of a men’s shoe manufacturing com 
pany. He disagreed with another shoe executive who had 
suggested that the current active retail business might be 
due to the over-emphasis in the daily press on shoe price 
increases and the consumer's desire to buy before he feels 
the cost increase. This same person had questioned whether 
the price changes will be reflected in activity on a retail 
level in February and later on in 1956. 

Although late Fall weather has remained near normal 
throughout the country, rubber and boot manufacturers 
report a banner year thus far. A manufacturer of an over 
the-stocking boot said that his dealers have been doing 
December business in November and his difficulty is in 
keeping up with the re-orders for boots from all parts of 
Another foot 


wear manufacturer said that new materials and new 


the country except the deep South rubber 
tyling 
of Winter overshoes are playing a big part in this increased 
wear the kind of 

They style 
lightweight combined with warmth and water-resistance,” 


he added. 


While salesmen have not been out long with the new 


sales volume, “Women just won't boots 


and overshoes they used to wear. want and 


men’s lines for Spring, trends are already taking shape. 
Nylon mesh will still be important in more varied weaves 
and darker colors. Shantung materials are selling well in 
the initial orders. Ventilated slipons will be sold in volume 
especially in the light colors from pale maple on down 
through the browns. Most men’s dress shoe manufacturers 
see retailers veering away from black and the dark charcoal 
tones. shrunken 


In leather for both men and boys, fine 


leathers will sell in all colors. Judging from first orders 
in men’s casuals, the Continental influence will continue 
on the upswing. 

Children’s shoe manufacturers are particularly jubilant 
over business thus far this season and the initial orders 
received for Spring shoes. An executive said that he sees 
a little trend toward more conservative treatments for chil 
dren's and growing girls’ shoes, with “less dog.” Luster 


pastels in patent leather and frosty white in patent leather 
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in one-straps and pumps will be important for girls and 


misses, he said. Another forecast the “biggest year yet” 
in saddles and straps using contrasting soles, leathers and 
laces. Ginger, gray and navy will be important colors for 


growing girls in the Spring, he said. For boys, golden 


tan color and fine grained leathers are expected to lead 
in new orders placed 

Milwau 
kee area manufacturers said that Spring lines are being 
accepted well and that for the first time in their history 
they picked up new customers at the National Shoe Fair in 


October 


Work shoe business continues to forge ahead 


ihey feel that the closer co-operation between 


manufacturer and dealer, and sales aids that are being 


offered by most manufacturers today, have helped stimu- 


late retail work shoe business. Emphasis on job-fitting, 


lighter, 


safety and quality as well as the use of more 
durable materials in work shoes has paid dividends for 
both retailer, an executive commented. 


manufacturer and 


Most Milwaukee tanneries reported they are booked two 
to three months ahead and are working at top speed to 
get out current orders. Although finished leather prices 
were up trom one half to one cent at some plants, execu 
tives said that there was no letup in purchases and little 


grumbling has been heard. 


St. Louis 


THE factories of women’s specialty manufacturers are 


humming in the St. Louis area. With Spring orders run- 


ning well ahead of November, 1954, production has been 


forced into high gear much faster than might be considered 


normal. There are several reasons for this heavier-than 


usual ordering this early 
orders to beat the 


O”—h tober 4 


retailers placed early 
that 
date has 


First 


Increases 


many 


price went into effect in second, 


the early Easter forced retailers to cover the 


bulk of their anticipated needs in the first: order——there 
will be little or no time for re-ordering before the holiday; 
third, and 


finally, there also is the anticipation of increased shoe sales 


there is the fear of further price increases; 
at retail in Spring, necessitating greater stocks 

l'o keep pace with these orders, and also in anticipation 
of labor difficulties, many factories are pushing production 
schedules hard. Several factories even remained in opera- 
tion on Veterans’ Day. With 27,000 
Brown employes still on strike at this writing, many other 


St. Louis manufacturers are fearful the strikes will spread 


International and 


One group of women’s specialty manufacturers 

comprising eight major firms—has broken off negotiations 
with the Boot and Shoe Workers and if a settlement is not 
December contract date, 5,000 addi- 


to them 


reached by the early 
tional workers will be out in this market. 

Even though no further strikes should 
length of the International-Brown shutdowns could have 


this additional effect: retailers utilizing shoes from Brown 


materialize, the 


or International specialty branches will be forced to turn 
of these St. Louis) for 


additional shoes to meet their stock needs. 


to their other sources (and many 


All in all, it’s a busy time, an uncertain time in the St 
Louis market with manufacturers seeing the need to get 


out as many shoes as they can each day. 
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Blowing Profits 









Because of increasing interest and participation by women of 
“the smart set” in the old Scottish rink game of curling, Kick 
erinos Division of the Hampton Corp., Milwaukee, has de- 
signed a new line of curling styles in its Alaskans type over- 
the-stocking bootees. Non-curlers, as well as players, have 
already shown an interest in the new line which is made to 
combine utilitarianism and attractiveness, Both low-cut and 
regulation styles, pictured here, are colorful, comfortable and 
warm for Winter wear. Offered in a variety of shades, the 
boots are made with ribbed soles of thick, long-wearing nat 
ural rubber and are lined in either houndstooth or traditional 
plaid in insulated fabric. 


















* * A 


P) EK-A-BOOT, INC., Los Angeles, California, introduced + H = 

this season a new all weather boot named Weather-All 

made of an extremely rugged and durable plastic material BA Ss Ss 
WEEJUN* 


The  eather-All boot comes 7 
with a convenient button a] - 
loop fastener which makes 


it ideal for youngsters and 















girls because it is easy to 
erm ae slip on and off. There is a 
cleat sole for sure footing 


Colors: red, brown, white e New lightweight Spring edition of Weejuns 


_ 
‘ a the original indoor-outdoor leisure shoes 
Ber 


@ Popular low cut styling 










The boot is very light but at the same time is warm and 






comfortable. A companion number is insulated for added 





warmth e Most-wanted zephyr weight 
















it's a ‘‘breeze’”’ to sell 
Bass WEEJUN Zef'rs 









For extra profits, sell the complete Bass Line... 






@ TRAILMASTERS @© QUAIL HUNTERS 
@ SPORTOCASINS® @ SKI BOOTS 
® WEEJUNS”® @ WELTS 





















G. H. Bass & Co., Dept. BS-12, Wilton, Maine 


658 Marbridge Bldg., N. Y.C. 1, N.Y 


, 








lic heel and matching ornament by American Girl: sandalized, 
asymmetric pump on medium heel by Air Step. 


tom: Closed pump with pleated vamp in avocado calf, by 
Cotillion; black suede open toe halter sling pump with metal. add 0 U T D 0 0 F FO 0 T Ww EA ke 
| 
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\ NEW STYLING MAKES Xu Diacee 


\ BIGGER FASHION HIT 
| THAN EVER! 


Lucky’s new FOLD-A-WAY style makes Rain 
Dears easier than ever to slip on and tie. 
The smooth sleek lines give this modern 
design rainboot an air of smart 

distinction which fashion-wise 

women will appreciate, and 


, buy and buy, 
rr BIGGER THAN EVER! 
a OT a UNIVERSAL FIT ... for all types of shoes 


Sine Seats Vig Ss 


BEGGES THAN EVER ADVERTISING 


> Lad ‘ 
| mans 


November SEVENTEEN November 
LIFE November MODERN SCREEN _November 
McCALLS November 
GOOD HOUSEKEEPING November eh _December 
VOGUE November LIF _December 
LADIES HOME JOURNAL November LADIES om JOURNAL _December 
CHARM November CORONET December 
PHOTOPLAY November WOMAN’S HOME COMPANION teen ol 
TRUE STORY November GOOD HOUSEKEEPING December 
WOMAN'S DAY November McCALLS___ December 
MADEMOISELLE November VOGUE. December 


MAIN OFFICE 


LUCKY SALES CO., INC. [15,7189 sraee 
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NEW Kun Littted (by Lucky) 


SUPER-SAFE TREAD 


MAKES Kcr Dew 
MORE DEPENDABLE 
THAN EVER! 


Deeper ! Sharper! More Rugged! 











FASHION FIT 
for high and 
Cuban heels 












No other type tread on any other type of rain- 
boot does the job of Ate Dieate 


This famous tread actually outwears the tread 
of heavy rubber boots! Rain Dears are 100% 
fully molded, with no seams to come apart. 
Millions of women know they can rely on 


for safety, for long wear, 


| § PROGRAM! i 
Dy f. Coup Wo v7 


WOMAN'S DAY December #., 
MADEMOISELLE December ‘a 


for smartness. 











A BRAND NEW FACTORY 
in NEW YORK for BETTER 













SEVENTEEN December 

od December ‘ 

TRUE STORY January ¥ 

PHOTOPLAY January th & ER 

WOMAN'S HOME COMPANION January an Vv SERVICE: 

GOOD HOUSEKEEPING January ‘ 

MODERN SCREEN January Rain Dears have become the world’s largest selling 





~* plastic rainboots because of Lucky’s constant pol- 
pd icy of progressive improvement. As customer de- 

mand for Rain Dears has grown greater and greater 

with each succeeding year, we have been forced 
BRANCH OFFICES to enlarge and improve our production facilities, 
NEW YORK..... 47 W. 34th STREET and this brand new factory has been opened to 
CHICAGO.... 1944 W. SUPERIOR ST. give you the kind of product and service you have 
come to expect of Lucky. 
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Washington Newsreel 


because about 25 per cent to 35 


per cent of the t ofa pall of noe 


labor England labor rate ire 


niy about 


“Their 


one-third of our 


materials are much cheaper 


primarily because of lower labor rate 


the development and making of their 
“aALne?! 
Now, England sends to this country 


year a leather, double-leather sole 


that sells from $8.95 to $12.95 


Ve couldn’t possibly make a shoe 


that, with ou 
are and the cost of 


labor rate uch a 


our material 
o high.” 
Mr. Sheskey estimated that imports 


f increased 18 


men’s wel hoes per 


cent n 


the : even months of thi 


year 


Maxwell bield, executive 
the New 
before a 
that 
have exceeded 
2,000,000 


vice presi 


dent of 


testified 


England association, 
Tariff 
imports of 


Commission 


foot 


more 


! iring 


foreign 
Veu! export by 


than pairs in the past 12 
month 

“Good quality men’s shoes, imported 
from England, are being sold here in 
the United States for half the 
price of comparable American - made 
he told the commission 

He pointed out that the current rate 
of duty is a minimum five per cent to 
4 maximum 20 per cent on men’s welt 
flat 40 


invoiced at 


about 


hoes,” 


shoes, or a cent per pair on 
from $2 to $8. The 
great majority of imported men’s shoes 
this 


mean 


hoes 


latter 
that 
with an 


are in 
Thi 


hoe 


category, he said 


English-made men’s 
invoice price of around 
$6 are being retailed at up to $12.95 
to the 
good 
In 1954, the U. S. imported 454,532 
Value of these 
$3.4 million, 


deteriment of American-made 


pair of shoes 
totaled 


ship 


ment and $2.3 


[CONTINUED FROM PAGE 36] 


million of this total was 
United 


montn 


from the 
Kingdom. In the first 
of 1955, the United Kingdom 
J 192,394 pail of 
$1,167,725 
invoiced at an 
$6.07 These 1955 
that from the 
dom are up 17 per cent i: 
are seven per cent 
value over the first 
Mr. Field said. 

Mr. Field pointed out that the ave 
age 
tories | 


exported to the U. S. 
men’s 
s| hese 


welt shoes, valued at 


were average 


per pair. data show 


hipments United King 
volume and 
dolla 


1954 


higher in 


months of 


English shoe fa 


half the U.S. 


* 


wage scale in 


about wage scale 


non-m! 
kin to ¢ 


s00n be 


Exports of 
hides 


like 


goods 
ommunist 


tary 
and 

may 

ernment 


coun 


tries made without 


a gov 
The easing of export 
y Secretary of 
in line with Presi 
announced it 


license. 
ordered by 
Week 


Eisenhower's 


rules was 
Commerce 
dent 
+ 


tention 
which 
the 


at Geneva to “create condition 


will encourage nations to 
exchange of peaceful goods.” 

In general, the revised rule which 
will go into effect before the end of the 
permit the export without li 
cense of all goods which now 
exported under specific license arrangs 
ments. Nearly all “neacef ul 
goods” are included in this list 

But products and commodities 
have any military or 
tation still are not eligible fo: 
under 


increase 


yeal 


may be 
) 
so-called 


that 
strategic conno 
export 
any conditions 

Examples which 
freely exported without government li 


cense 


of goods may be 


Passenger automobile 
farm machinery, hides 
rags, 
resin, 


soon 
and skins, wool] 


tobacco, tallow, phosphate rock, 

Principal effect of the relaxation is 
to free exporters from the burden of 
applying to the U. S. Department of 


Commerce for export licenses. 


Legislation to double 


tax sut 


eliminate a 
which 


wipe 


federal ysldy allegedly 


helps chain stores out local inde 


pendent competition being proposed 
in Congress. 
Rep. Wright 


Chairman of 


Demo 
Smal] 


Patman (Texas 
the House 
Committee, says existing tax 
chains a “double bounty for 
of independent merchant 


He says the works this way 
If a 
one of it 


year, it 


bounty 
national chain sells below cost in 
units and loses $100,000 in a 
the lo 

The 
is 52 per cent, so the actual loss 

} And if the chain absorbs 
the local competitor, which 
$100,000 in the fight, it can deduct that 
firm’s losses The independent met 
chant who loses money and goes out of 
can 


+ 


can match 


agains 


profits in another store. present 


$48,000. 


also lost 


Loo. 


business in such a competitive wal 
get none of its bach 

Rep. Patman plans to ask the 
writing House Ways and Means 
mittee to amendments to 
tax laws to wipe out the 
bounty Such a bill will 
through the lawmakers without a 
fight from 


losses 
tax 
Com 
the 
“double 
not get 
stiff 


agree on 


chain organizations 


and eastern states may be 
“old fashioned hard 
Weather Bureau says 
ual patterns in the 
currents 


Northern 
for a real win 
ter,” the U. S 
If present 
weather-making 
continue, Old Man 
everely with 


unu 
upper alr 
Winter i 
that 


going to 


dea! part of the 
country. 

There is no reason for 
these currents will or will 
unchanged, the Weather 
It’s all up to chance. 
then 
will 


mild 


scientific 
assuming 
not remain 
Sureau explains. 
If some other pattern 
the northern 


develops, 
eastern states 


the 


and 


yet a repetition of recent 


Winter 





Elegance 
in Paris Styles 
[CONTINUED FROM PAGE 44] 
fur 
lor cold and rainy days, there are very 
upple and elegant little boots in white 
kidskin, red calf, 
plasti protect 


The average heel height is 16/8 


and 
are 


beige suede 

They the shoe but 

light 
town 


very 

For wear slender 
with heels 22/8, 
The pump is the number 
and most often is the 
pump. The topline is trimmed with a 
different perforation Ap 
pliqués of kidskin or patent leather give 
contrast 


Vamps con 
tinue 23/8 and 24/8 in 
height one 
pattern classic 
color or 
on suede shoes. Draping and 
pleating and perforations are typical 
treatments. Upper materials include 
suede in black, mink brown and gray 
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blue, as well as other 
and 


hades of brown 
preen, 

For cocktail and evening sandals are 
worn. In general, the color is coordi 
the Heels 
thin, sometimes as high as 
Satin lead 
The 

pumps, draped or 


nated with costume are 


needle five 


inches. followed by crepe 


de chine. richly embroidered 


finely pleated, seem 
to envelope the foot. Designs in rhine 
stones, antique buckles and tiny pearls 
carry a touch of fantasy. The heel i 
often ringed at the tip or trimmed with 
rhinestones. It is also sometimes made 
of a different material. Often black 
suede is encrusted with gold kid o1 
snake or rhinestones in different colors 
There are ornaments in black and gold 
or rose and gold. For very important 
parties—“‘grands galas”—sandals 
entirely encrusted with rhinestones 


are 


Chain Opens Store in Savannah 


SAVANNAH, GA.—Butler’s, operating 
a chain of shoe in the South, 
has opened a new store at 2124 Victory 
Drive East, in the Crossroads Shopping 
Center. This is another move in the 
rapid modernization and expansion of 
America’s well-known shoe 


stores 


one of 
chains. 

A feature of the new store is a special 
department featuring “Little Rebel” 
shoes for children. There is a complete 
selection of casual type footwear, rang- 
ing from hand-sewn moccasins to 
wedge heel casuals, in addition to the 
style lines. 

John Covas has been named manager 
of the new Butler store. Mr. Covas 
was formerly with the Butler store in 
Atlanta. 
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Foot Growth 
and Shoe Sizes 
[CONTINUED FROM PAGE 46] 


ences is diet, in geography, in habits 
of play or sleep or home environment 

all these variables could be responsi- 
ble for foot differences and consequent 
differences in required shoes 

But the Manning quaus presented a 
unique opportunity. Of identical ages 
and family background; identical in 
such factors as diet, timing of sleep, 
play activities; yes, indentical even in 
the types of shoes to be worn and the 
timing for fitting of new shoes. Here 
was an ideally accurate way to dete 
mine true differences in rate and char 
acter of foot growth and their rela 
tion to shoes and shoe sizes. 

For the past three years—Novem 
ber 1, 1952, to October, 1955—-the Man 
ning quads have been fitted to new 


shoes approximately every six-eight 
weeks. Altogether, there have been 
approximately 19 shoe fittings. All the 


children have received their fittings at 
the same time. Each time, all four 
children have received identical styles 
or types of shoes. 

The first shoes were fitted when the 
children were five months of age. The 
shoes were a_ soleness, soft-bottom, 
glove-upper hightop of moccasin con 
struction. In fact, throughout the en 
tire three years the children have been 
in shoes, the shoes have always heen 
of genuine moccasin construction. The 
second fitting was of the identical shoe. 

Two significant things have been 
noted. First, all the children started 
their first steps pigeon-toed. This is 
normal with all normal-footed children 
starting to walk. Children quickly out- 
grow this—but it’s normal as a start- 
ing foot posture. As the arch develops, 
the foot gradually settles to a flat-on 
the-ground and _  toes-straight-ahead 
posture. 

Second, in the early walking stage 
the child walks on its ball and toes, 
heels off the ground. Actually, the child 
doesn’t “stride” forward under its own 
leg-muscle power, but rather “falls” 
forward. It walks with the aid of 
gravity. Here is where it learns body 
balance, and as it gains confidence its 
hee] gradually comes down so that the 
whole foot is upon the ground. 

This has strong significance in fit- 
ting first walking shoes. Any stiffness 
or even mild rigidity in the sole of 
first-step shoes works against the 
childs natural method in learning to 
walk. For example, a semi-rigid sole 
prevents the natural ball-toe foot stance 
in first steps. The child’s foot or body 
weight isn’t enough to bend or flex the 
sole. So there is forced a sort of flat 
footed gait; that is, the whole sole of 
the foot on the ground before the child 
is ready to assume this stance. It was 
these findings that helped spur much 
of Potvin’s research to develop his 
special Nivtop leather sole, so flexible 
and pliable that it can be rolled up 
between the fingers. This sole provides 
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the necessary base, yet 


child to bend its foot with the same 60 years and more, but even among 


permits the almost wholly among the older group, 


ease as though it were barefooted this group there is a noted turnabout, 
At the age of two years, all the though gradua 
quads were walking well and with full Now, what about foot growth One 


confidence. In June of 1954 the chil thing the Manning quads study has 
dren were fitted to their first oxfords, demonstrated is that there is no such 


also with the Nivtop sole. The Potvins thing as a steady pace of growth on 
have made a careful study of the age- a child’s foot. Feet grow in spurts 
old controversy of high versus low This is of tremendou ignificance to 
shoes for tots. They have discussed hoemen, parents and foot doctors, for 
this matter with many doctor What it means that over a given period of 
has been found is this: The large ma time, say six months, a foot may be 
jority of younger doctor (age 45 and expected to grow by ar approximate 
under ) are strongly in favor of the amount but that there is no exact o1 
low-cut shoe for tot The hold are [TURN TO PAGE 92, PLEASE | 
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NEW FASTENER! 
EXCLUSIVELY OURS! 
EASY TO FASTEN! 
ADJUSTABLE! 


Pinsst fashion fit 


NEW ! No. 901 EXTRA HEAVY DUTY BOOT Wj 
RUGGED SOLE — HEAVY HEEL ‘ff 
ADJUSTABLE FASTENING OF 

TOUGH PLASTIC, TO INSURE SNUG FIT 

TO WEAR WITH HIGH OR LOW HEELS 

COLORS: CLEAR AND GREY ; 
SIZES: SMALL, MEDIUM, LARGE 
AND EXTRA LARGE 










RETAIL 2.00 
14.40 PER DOZEN 
2% 10 £E.0.M. 
PREPAID 
6 DOZEN OR MORE 





COFFEY-HOYT PRODUCTS, INC. 





Colors: Clear and Grey GARDENA, CALIFORNIA 
SIZES: 5-6-7-8-9 NEW YORK 
CHICAGO 


“oldest manufacturers of molded plastic bools”’ 
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ready for the unveiling of the most exciting white shoe styles in many a year 


heavenly white by 


heavenly white leathers 
for the big white shoe events 


spring and summer 1956 


white ambuck—-superlative white suede with the new magic ingredient 


for greater softness, finer nap. 


white glazed kid—-beautiful gleaming white glazed leathers in two tan 


nages—-Amalgamated and Delaware. 


white everkleen kips~—wonder tannage that stays white and gleaming 
in shoes or handbags—can be wiped off with a damp cloth 
white frostee—kid and kip in the distinctive pearl lustre finish that 


does not darken nor change color. For bride’s slippers, graduation 


shoes and glamorous evening shoes. 


white softee grainy soft leather for casuals in a true white that com- 


bines well with pastels, darks, or bright colors, also for spectators 


white lining kid——luxury leather linings for fine shoes, stark contrasts 


in black fashion shoes, pretty for summer shoes in pastels or colors 
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It's going to be a gala season for whites—starting 


early in the Spring and extending into deep Sum 
mer. First resort happenings confirm the impor- 


tance of white in costumes, in accessories, in shoes, 


and style reporters note the new uses of white with 


black, with neutrals, with pastels and with brights 
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Amalgamated specializes in white leathers for the 
myriad purposes of modern shoemaking. These fine 
tannages will play their part in the festival of whites, 
for dazzling white shoes or white combinations and 
contrasts of leather textures. Amalgamated Leather 


Companies Inc., Wilmington 99, Delaware 


write 
for 


swatches 





$400,000 PLANT BUILT 
BY MISSOURI FOR 
HAT CORP. OF AMERICA 


Missouri Will “Tailor-Make” A 
Plant For You, Too 


Right now, 132 industrial buildings are available 
for sale or long term lease, in “Missouri’s Fall Indus 
trial Survey” —FREE for the asking. Right now, 16 
Missouri cities are ready and able to start your 
“Tailor-Made” plant more than 80 cities are 
willing to build for you 


“The Nevada (Mo.) Story (pictured above) illus 
trates the kind of heads up cooperation—-from labor, 
state officials, community leaders and capital—that 
made Hat Corporation of America choose Nevada, Mo., 
over some 150 other locations as the site of its Mid 
western-Pacific subsidiary. 


Mr. George Rickus, vice-president of Hat Corporation 
of America, says: “Missouri showed us what happens 
when a state and a community really want new indu 

try and know how to go after it. Central location, good 
shipping facilities, new markets, a fine cooperative 
labor force-—-we had all this plus a factory “tailor 
made” to our needs. We simply couldn’t pass up that 
kind of opportunity!” 


Missouri's ‘‘Tailor-Made 
Plan” prepares the right com- 
munity for the plant, then 
builds the plant to fit your 
plans! Last year the plan helped 
locate 136 million dollars worth 
of industry in Missouri. So far 
this year new Missouri industry laut 
: mn P wnrde Thara Mr. George Rickus, vi 
is breaking all records. Phere saaiions 21 tial Corea 
must be a reason. It’s the Mis tion of America, tells you 
2 why his company chose 
souri Plan, 5 years ahead of  Missouri—why your com 


pany should investigate 


the field Missouri first, too! 





For Missouri's latest “Quarterly Industrial Location 
Report” and complete confidential information about 
the Missouri cities ready to tailor-make a plant 
for you, write or better still . . . 
PHONE COLLECT: 
JEFFERSON CITY 6-7185 


Lisle Jeffrey, Industrial Engineer 

Dept, L591 

Missouri Division of Resources & Development 
Jetferson City, Missouri 


SHOE ENOUGH 
by Bess Ritter 
AccorDING to legend, shoes were invented by the 
Egyptian peoples, all the way back about 2,000 B.C., and 
prevented a military mutiny. It seems that the soldiers of 
the country were called out to the Sahara to fight against 
the caravan thieves who were pillaging goods which mer- 
chants were transporting across the desert. For months 
the men marched back and forth across the burning sands 
in pursuit of the elusive land pirates, until] their bare feet 
couldn't take any more. Then they openly rebelled against 
their general and insisted that they be ordered back to 
the green cool fields of home. The general, according to 
the legend, fearing for his head if he failed in his mission, 
invented shoes. T hey featured substantial thick soles which 
prevented the hot sands from penetrating and burning the 


soldiers’ sore feet. 


The famous British dandy, Beau Brummel, loved shoes 
so much that he’s reputed to have owned more than 30 
pairs. This earned him quite a reputation because, as it 
happened, the King of England himself had only three 
pairs, which included his regimental military boots 


Few shoe retailers of today can boast merchandise which 
is superior to the claims which a Mr. Young of Philadelphia 
made for his “patent anatomical dancing shoes” that he 
advertised for sale in 1809. According to his ads, “Corns 
twisted heels and lacerated insteps shall no more agonize 
human nature; no more shall the aged witness the aid of 
crutch, the middle aged shall walk with certain sure and 
easy step, the young shall skip as an hart, and never know 
their accumulated horrors: wonderful! that the genius of 
Crispin should have made so happy a discovery; the boot 
loses in its appearance one third of its size: as to a side 
view thereof, making it to appear exceedingly neat.” As 
an added attraction for ladies only, a private apartment 
was provided where they could be measured by one of 
their own sex. The price of a fitting (since it was abso 
lutely essential for every lady and gentleman to have his 


own individual last). was the modest sum of five dollars 


The young woman of Sicily who hoped for a husband 
slept with a shoe underneath her pillow, in accordance with 
a superstition of centuries that was still followed by many 


as late as the 1850 


Christmas Storybook Display 


Upper Darpy, Pa A mammoth display of bedroom 
slippers as Christmas gilt suggestions was attractively ar 
ranged in the large window at the entrance to Lit’s, 69th 
street store here. A huge wooden frame was painted red, 
green, and frosted white, having the appearance of a page 
out of a Christmas story book 

Appearing to burst through the center of this oversize 
hook page were rows of shelves displaying a variety of 
bedroom slippers suitable for every member of the family 
The top snow frosted shelves showed styles in men’s leather 
bedroom slippers, other shelves overflowed with styles for 
children which included fur trims, bunny ornaments and 
zipper fronts in a wide range of colors 

Shelves with women’s bedroom slippers carried brocades, 
fur trims, satins, and moccasin bead trim styles. On the 
base of the window reclined a mannequin wearing black 
TV lounging attire. This figure was surrounded by bed 
room slippers for men, women, and children. This attrac 
tive display of practical gift suggestions from the shoe 
department was in the popular price group of $2.95 to 
$5.95 
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SHO EY, 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Dallas Show Racks Up Record Volume 


Mark Set Despite Drop in Attendance; All Grades of Black Patent 


Lead the Field in 


DALLAS— The Southwest Shoe 
Travelers Association marked up a 
record volume of business at the Fall 
show held here despite the fact that 
actual attendance fell below previous 
shows. 

The general consensus of opinion 
was that the show was highly 
cessful despite the decrease in attend 
ance and association officials expressed 
than usual the 
general overall results 

The drop-off in attendance was 
credited to the fact that Easter falls 
early next Spring and many travelers 
had already called on who 
usually buy at the 

Price resistance seemed to be en 
tirely wanting except in the under $10 
grades where there was some balking. 
This was particularly apparent in the 
women’s lines while in children’s 
the lack of reluctance to buy the $5.95 
and $6.95 items followed the same pat 
tern as it for the past 
years. The lack of price resistance was 


suc 


more satisfaction in 


customers 
show. 


shoes 


has several 
attributed to the general high state of 
prosperity existing in the Southwest 
All grades of black patent 
led the field in the women’s lines with 
beige to brown the best color lines. 
There was a great deal of emphasi 
on the lighter tones with the reds run 
ning from very 
to very poor in 
to be off generally 
blue preferred 


leathe) 


good in 
others 


some places 
Blues seemed 
with Wedgwood 
Navy blue. The 
light green also did well in 
some lines and not so well in othe 

Pink led the pastel colors with shock 
salmon and turquoise selling well by 
the exhibitors who handled them. Lu 
ter leather also sold well but primarily 
in pastel. Silhouette pumps took the 
number one spot on patterns with ex- 
oftne one of the first 
The slim, squared off 
was also popular. 

Children’s lines sold better in the 
dressier type with the whites going well 
Easter and patent leather and 
darker shades selling well for 
the in-between season. There was little 
or no price resistance in the children’s 
lines. Interest was shown in the per 
forated styles and the open toe since 
this type was considered a selling point 
in the matter of preventing excessive 
foot perspiration 


over 


avocado 


treme pre 


look 


requisites 


for 
other 


1955 
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Women’s Lines 


Men's 
trend 


lines showed an 
toward stepins and 
indications of a revival of 
saddles. There 


toward the three-eyelet 
to fit 


increa 
there 
the 


wa a 


ing 
were 
two 

trend 


hoe because it 


tone 


IS easier 





George Gobel’s Pink Shoes 
Familiar Sight on Fairway 

LOS ANGELES—in his TV and radio 
column in the Times here, Walter Ames 
says he found George Gobel, the TV 
comedian, wearing his “lonesome pink 
shoes" at the Lakeside Country Club 
golf course. George was going a few 
rounds with Leo Durocher prior to after- 
noon rehearsals. 

Mr. Ames remarks that "practically 
everyone knows" Mr. Gobel is an avid 
golfer, but what is not generally known 
are George's idiosyncrasies as to the 
types of shoes he wears on the fairways. 

He generally starts his rounds in the 
morning with a pair of brogans dyed a 
pale, lonesome pink if he feels good. 
Just so-so? Then he sports a pair of 
lonesome blue shoes. The second nine 
footwear depends on how he feels and 
how well his game went on the first nine 





Casual were the best seller follow 


ing the southwestern idea of outdoor 


Some of the 


popular 


living more exotic color 


were uch as gray shantung, 


creamy beige suede with black or brown 
calf and Ivywood. 

There 
in three 
45 attended 
Vionday 
the 
Dan Blount, professor of business tr 
Washington 
the 


speaker 


exhibitor 
hotel] and 
breakfast on 


the usual cu 


than 70 
Dalla 
| 


annual! 


were more 
downtown 
the 
lollowing tom 
with 


ain 


breakfast was a social affair 
and a 
hoe industry, as the 


The talk 


in nature and did not 


ing at University 
consultant in 
principal was pri 
marily humorou 
deal too much with the shoe industry 
Officer 
were elected at a meeting Saturday 
New officers are Lacy Moseley, Dal 
Winthrop Division, International 
Shoe Company, president; Kirby Tay 
lor, Fort Worth, Shane-Girwin, vies 
president; W. W. Pew, Dalla 


treasurer. Paul Schroeder, 
secretary, 


who will serve for one year 


las, 


Joyce 
long-time 

elected 
Directors to serve for two years are 
Charles W. Haggard, 
[TURN TO 


executive was re 


Austin, Graham 
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Sales, Attendance, Surge 
At Pittsburgh Shoe Show 
Attendance 
ales 20 
Pittsburg! 
Pent 


BURGH, PA 
anda 


Pint 
ub Ph pel 
ahead of aust year al 


Shoe 
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shopping 
due to the 
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line 
this 


gain 


merchant for new 
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for Chri 


where 
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Phe 
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and the salesman’s 
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Salon Reflects Faith in Downtown Area 


Salt Lake City's new downtown fashion shoe salon for women is quietly rich and 

imposing and represents Samuel Makoff's faith in downtown shopping. Spacious, 

and with modern lighting and luxury touches, the store carries upper bracket 
merchandise in all departments. 


SALT LAKE CITY De 
trend and pressures which are redirect 
retail to suburban shop 
ping areas, Samuel Makoff felt strongly 
enough that Salt Lake City needed a 
downtown shoe store devoted to style 
conscious women. He built his 
the new Makoff Fashion Center at 
South Temple and Second East Streets. 

The overall picture of this 
quietly modernistic store is one of lux 
ury and taste, from the imposing steel 
and white stairway spiraling up be 
tween the three floors of the building, 
royally carpeted in rich red, a stairway 
«0 designed that walking up the inside 
tread is as easy as walking up the out 
ide part, to the unique ceiling design 

The shoe department is spacious, with 
oft rubber-padded carpeting in gray 
green, and a hanging ceiling with in 
direct lighting. The walls are gray and 
the furnishings gray-green and rust. 
Displays are made through the use of 
extended metallic gold boxes mounted 
on gilded tree limbs, and adjustable 
wall brackets that blend into the decor 
permitting black wall steps for 
further displaying shoes and bags. No 
stock supply is anywhere visible 

A full line of women’s shoes are car 
ried by Makoff’s with brand names such 
a Herbert Levin, Andrew Geller, 
Madamoiselle, Sbicca, Haymaker, Joyce, 
))’Antonio and Hill and Dale. 

Makoff’s merchandising policy is 
predicated on buying the better bracket 
merchandise in all departments. Al- 
though Makoff’s has the air of an ex- 
clusive store, it is not, there being no 
income-line drawn. They have an ex 
tensive credit department based on 30- 
day contract or semi-installment, and 
lay-away accommodations. They are de- 
voted to fashion and interpretation of 
the newest vogue 


pite today’s 


ing business 


store, 


indoors 


iron 


Makoff’s are the instigators of many 


new modes in merchandise. Mr. War- 
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ren B. Woods, buyer, has a keen sense 
of shoe style and values and was one 
of the first in America to have manu 
factured a full line of shoes in checked 
gingham 

The the 
turnovers in stock in the country. 

Furniture throughout is both period 
and contemporary, and the fixtures are 
custom made of oak and walnut set on 
bronze and brass tubing. 

A 300-car parking terrace adjoining 
the the newly com- 
pleted. 

Officers of the new Makoff Fashion 
Center Samuel Makoff, president; 
Warren B. Woods, vice president and 
EK. Spitzer, secretary-treasurer. 


store has one of highest 


store to south is 


are 


Mary Jane Now Operating 
Two New Wisconsin Units 


MILWAUKEE—Two new Mary 
shoe stores have been opened in Wis 


Jane 


consin and another will be added before 
the end of the year by the John Irving 
Shoe Corporation, Boston. Milwaukee’s 
new store is located downtown at 219 
West Wisconsin Avenue in the former 
S. S. Kresge Company store building. 
Carl Glaskis, former manager of the 
company’s Peoria, IJl., store is Milwau 
kee manager. The other store in Racine, 
Wis., is managed by Harold Anderson, 
a veteran Racine shoe retailer. Still a 
third store will be opened before Decem- 
ber 15 in Madison. 

The Milwaukee has been com- 
pletely remodeled with modern fixtures, 
fitting chairs, displays and shadow 
boxes. The walls are in pastel tones, 
accented by purple. Carpeting is in soft 
gray, with chairs in gray and maroon. 
The L-shaped building has 30 foot 
frontages on both Wisconsin Avenue 
and Second Street and is 170 feet deep. 

The chain women’s and chil- 
dren’s popular-priced footwear. 


store 


sells 


Dates to Remember 


Spring Show, Popular Price Shoe Show 
of America, Hotels New Yorker and 
McAlpin Nov. 27-Dec. |, 

Spring Market Week, The Boot and 
Shoe Travelers’ Association of New 
York, Inc., Marbridge Building, Em- 
pire State Building and McAlpin 
Hotel Nov. 27-Dec. |, 

Fiftieth Anniversary, Boot and Shoe 
Travelers Association of New York, 
Statler Hotel Nov. 29 

Shoe Show, Shoe Travelers Association 
of Chicago, Morrison Hotel 

Dec. 4-7, 

Forty-second annual Mid-Atlantic Shoe 
Show, Hotel Benjamin Franklin, Philo- 
delphia Jan. 15-18, 

Summer Shoe Show, Twin City Shoe 
Guild, Hotel St. Paul, St. Paul, Minn. 

Jan. 21-23, 

Convention, Empire State Footwear As 
sociation, Inc., Onondaga Hotel 
Syracuse, N. Y. Jan. 22-24, 

Spring Shoe Show, Tri-State Shoe Trav- 
elers Association, Hotel Statler, Buf- 
falo, N. Y. Feb. 5, 6, 

Summer Shoe Show, Pennsylvania Shoe 
Travelers Association, Hotel William 
Penn, Pittsburgh Feb. 5-8 

Fall and Winter Leather Show, Tanners’ 
Council of America, Waldorf-Astoria, 
New York City Feb. 28, 29, 

Tanners’ Council Spring Meeting, Boca 
Raton, Fla. April 5, 6, 

St. Louis Shoe Show, St. Louis Shoe 
Manufacturers Association, Jefferson 
Statler and Lennox Hotels, St. Louis 

April 29-May 2 

Shoe Show, lowa Shoe Travelers, Hotel 
Fort Des Moines, la May 13, 14 

Fall Shoe Show, Indiana Shoe Travelers 
Association, Severin Hotel, Indian- 
apolis May 13, 14, 15 

Shoe Show, Michigan Shoe Travelers 
Club, Hotel Statler, Detroit 

June 2-5, 





Uses ‘Appetizer’ Ads 
To Introduce New Line 


CLEVELAND, O.— The Higbee Com- 
pany of Cleveland, recently broke its 
first full-page ad introducing the Air- 
Step line, following a highly success- 
ful “annetizer’-type campaign the 
week before. The full page ad ap- 
peared in the Sunday Plain Dealer, 
followed by two three-quarter page 
ads in the three daily papers the fol 
lowing week. 

Customers’ were whetted 
for two weeks prior to that when 
Higbee’s printed a series of institu- 
tional-type advertisements in the three 
daily papers. The ads. termed “appe- 
tizers,” by Buyer William Palacio, 
were based on testimonials by various 
professional women and housewives. 
Each ad began with the sentence “I 
ama...” with the woman’s occupa- 
tion in bold print above her photo- 
graph, followed by the statement “and 
I wear Air Step Shoes,” and ended 
with “Naturally I buy them at Hig- 
bee’s.” Each woman’s testimony was 
printed in small type beneath her 
photo. Some of the testimonials used 
were those of a secretary, a housewife 
and a social worker. 


appetites 
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Mandel’s Opens Eighth Unit 


Los ANGELES—The eighth new store 
to be opened by the Mandel shoe firm 
welcomed its first customers at 8409 
Van Nuys Blvd., Panorama City, on 
October 10, it was announced by Irving 
Braverman, manager. 

The new structure, in the Panorama 
City one-stop shopping center, was de- 
signed by the firm of Burke, Kober & 
Nicolais, architects. Subtropical plant- 
ing, large glass areas which provide a 
clear view picture to store visitors, day- 
light interior lighting and pastel color- 
ings in tropical wood paneling were 
described as features of the new store. 

Other stores in the Mandel Southland 
chain include outlets in downtown Los 
Angeles, Wilshire Blvd., Hollywood, 
Beverly Hills, Glendale, Pasadena and 
Long Beach. 

Sales, Attendance, Surge 
At Pittsburgh Shoe Show 
[CONTINUED FROM PAGE 67] 


For January and February delivery, 


most wanted shoes were open air) 
shoes in 18/8 and 24/8 heel height 
Colors were Black Patent, Glue Calf. 
Flax Calf, French Bread Calf, and 


ginger, Burnished Moss, and Red Calf 

For March deliveries, much interest 
was shown in halters in open and 
closed shank in pinks, pastel, blue, yel 
low, and tangerine. Some interest wa 
shown in Wedgwood Blue. Printed 
Calves in orienta] designs were one of 
the different aspects of the fashion shoe 
picture. Also Corkette in all colors wa 
very big. 

In children’s shoes, style is the most 
important factor. Merchants looked 
only for styles and ignored the basics. 
For little girls, the greatest interest 
was in cement dress shoes in 
tapered toe lasts with neat vamp and 
throat treatments. Color, played 
an important part with the pale pastel 
in pink, blue and the 
wanted colors. 
slate of officers were elected 
by the travelers at the show. Presiding 
for 1956 will be president, Philip 
Landish, Virginia Shoe Company; vice 
president, Henry T. di Girolamo, Bel 
grade Shoe Company; chairman of the 
board, Sumner Goodwin, Sandler of 
Boston; and directors: Frank Mirra, 
Buster Brown Shoes; Robert Schuer 
man, Plymouth Shoe Company; James 
DD. Hayden, Natural Bridge Shoes; 
Elmer Rosenberg, Fashion Craft Shoes. 


sleek 
too, 
yellow 


most 


A new 


Dallas Shoe Show Racks 

Up Record Business Volume 
[CONTINUED FROM PAGE 67] 

Dallas, Free- 

3ob Atkinson, 


Brown; John Franklin, 
man Shoe Corporation; 
Irving, Valentine. 
Holdover directors are Bill Heaton, 
Dallas, Mannequins; Lou Mirsky, Dal- 
las, Casuals of Dallas; A. D. McCoy, 


Dallas, Nunn-Bush; Sam Emmett, Dal- 


las, Mercury Shoe Company. 
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Rotation Saves Wear, Tear 

DENVER -If the shoe retailer wishes 
to keep all seating facilities in his store 
at maximum eye-appeal, he will find it 
wise to “rotate” chairs, lounges, and 
other furniture at regular intervals, 
according to A. C. Rollnick, 
of the several Rollnick’s Shoe 

All recently remodeled, the Rollnick’s 
family shoe stores feature bright pastel 
colored chairs and lounges in men’s, 
women’s, and children’s departments, 
which are easily cleaned with a damp 
cloth and soap and water are regularly 
subject to heavy and 

About several years ago, Mr. Rollnick 


operator 


store 


weal cracking. 





on Retailer’s Fitting Chairs 
noticed that for some psychological rea- 
son the average customer would choose 
the chairs in the center of the 

Consequently, the Denver retailer in- 
stituted a policy of regularly switching 
seating from one position to another at 
the end of each month, a process which 
requires only an hour or of time 
but which has resulted in far greater 
durability for the entire stock of chairs. 
Whenever it becomes necessary to buy 
new seating facilities or to reupholster 
and refinish it is invariably found that 
has undergone ap- 


row 


80 


almost every chair 


proximately the same damage 





Here is an actual photograph taken at 
the time of fitting Altschul’s Rx Shoes 
Altschul’s Rx (for added 
with sound last 
design will delight and amaze your cus 
Altschul's Rx the 


appearance of ordinary 


Construction 


support) its unusually 


tomers Shoes have 


and 


JULIUS ALTSCHUL, Inc. 


Creators of "NATURES OWN" ® straight last footwear 


beauty 





117 Grattan Street 


THIS PICTURE SPEAKS 
FOR ITSELF! 





ALTSCHUL Ry SHOES IN ACTION 








*Actual Photograph Take at Time { Fite } 


shoes because the patterns and leathers 


were selected specifically for this con 
struction specialists in support foot 


by 
wear. Altschul has a large selection of 
Rx support shoes in stock for immediate 
Others order 


Write for our catalog today 


are on a to 


delivery 


basis 





* Brooklyn 37, N. Y. 


SERVING AMERICA’S RETAILERS FAITHFULLY FOR 55 YEARS 






Innes and Tapp Stores Get Top 


Innes of Wichita took first prize of $100 with this window 
display above for cities in more than 100,000 population 
category with this clever window themed to the gang- 


r. Louts—Innes of Wichita, Kansa 

James L. Tapp Company of 
C., have been judged first 
for creating the two most 


and the 
Columbia, S 
prize winner 
attractive window displays in two dif 
ferent classifications of the semi-annual 
“Fashion Accents Times” window dis- 
play contest conducted by Accent Shoe 
Company, division of International 
hoe Company. 


The first prize of $100 for the best 








display in cities of 100,000 population 
and more went to J. B. Hammond, dis 
play director for Innes. The first prize, 
also for $100, for the best display in 
100,000 population, 
G. Jenkins, display 


cities of less than 
was awarded to L. 
director of Tapp’s. 

The contest which from August 
1 through October 8, required each con 
testant to feature the theme “It’s Fash 


Accents Time” in the window dis 


ran 


ion 


plank and the departing liner. Right is the window of the 
James L. Tapp Company, of Columbia, S$. C., also awarded 
$100, but for cities with less than 100,000 population. 


play, The display had to be in the win 
dow for a minimum of three days. 

winners in the two 
population categories, recipients of $50 
Wagner, display di 
rector for J. L. Brandeis & Sons of 
Omaha; and John J. Belloli, display di- 
rector of Sibley’s Shoes, Lincoln Park, 
Mich. Three honorable mention awards 
of $25 given in 


ateg 
category 


Second prize 


prizes, were G. H 


each were also each 





Northwest Show Included 
Record Number of Exhibitors 
St. Paub The 1956 showing of 
Spring fashions by the Northwest Shoe 
Travelers Inc. was held at St. Paul ho- 
el, St. Paul, Minn., recently with at- 
tendance very heavy, up to expectations 
in spite of bad weather. There was a 
record number of exhibitors, 
hoe manufacturers and distrib 
very good, 
ing to Ed Trench, one of the directors 


; 
t 


represent 
ing top 
itor Sales were accord 
of the Travelers 

shoes, patent leather sold 
better than in the past severa) 
yea This was followed by the beige 
family, from white bark to honey. Blue 
interest 
volume 


In women’ 
well, 


good 
sell in 


and there was 
Red did not 
Chere was much interest in spectator 
sumps. The Italian influence was popu 
lar. All heel heights from low to hig! 
old well and there was interest in clear 
and aluminum 
lor promotional purposes, there 
For Sum 
con- 
the 


shoe, 


wi next 
in pastel 


plastic, transparent 
neel 
was activity in vinylite shoes 
type 
tinue to be good. The trend is to 
look, with and 
backs, stripping 


mer, open shoes promise to 


barefoot less less 


with bare and open 
toe 

Casuals are of more importance than 
Suburban living and the casual 
way of life has its influence on foot- 
wear. Exhibitors of casual re- 
ported excellent sales with beige most 
important. Deep pastels, yellow, apri- 
cot were good. Red was a resurrected 
color in casuals, selling well because 


ever 


shoes 
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most merchants are in short supply of 
this color. There was much interest in 
two-toned beige family, and high inter 
est in raffias and straws. Eastern influ 
ence was noticeable in Oriental prints. 
Colored excellent. 

In children’s shoes there was interest 
There seems to be no neuter 
shoes this 
two-toned 
black, 
For girls, 


buckskins were 
n patents. 
gender in children’s 
Loafer 


Casins, 


season. 
moc 
were 


styles for boys, 
West-pointers in 
vood. Char-brown also good 
red is holding up well, pearlized pastels 
ghillie ties and straps sold 


for dre 


well 
For 

high 

ing moved well 


men, the Italian influence wa 
Step-ins, low-cuts in foreign sty] 
The trend is toward a 
particularly in 
still much in the 


weight shoe, 
types Black is 
picture and maple shades 
Mesh will be good and all-over perfor 
ated types moved well 

Although 
chants are taking it in stride and it did 
eem to effect buying. 


lighter 
port 


are good 


prices are higher, mer 
not 
In the educational program 
was an innovation this year. 
of one speaker, three were presented at 
a breakfast in short talks with a period 
after each devoted to a panel discussion 
with questions and answers. The pur- 
was to find out what merchants 
Speakers were Owen Dickerson, 
Dickerson Shoe Company, 
speaking on the Manufacturers Re- 
sponsibility to the Merchant; R. W. 
Hurrle, president, Hurrle Brothers 
Shoe Company whose topic was The 
Responsibility of the Retailer to His 


there 
Instead 


pose 
want. 
president, 


and Arthur Bender, repre 
enting Somersworth Manufacturing 
Company on In Stock Footwear. 
Officers and the North- 
Shoe travelers president, 
David C. Larson Sr., House of Crosby 
Square; first vice-president, Roy C. 
Miller, Roberts, Johnson and Rand; sec 
vice-president, Keith McCarthy, 
Yankee Shoe Makers; secretary, 
Paul C. Cook, Northwest Footwear; 
trea Henry Thorson, Seaboard 
National Shoe Company. 
Director are Ed Trench, ¢ 
Shoes; Earl! Brisbois, Twin City 
Henry Rylander, 
Claude W. 
Wm. F. Strub, 
Arthur B 
Kenneth F 


Company 


Supplier; 


directors of 
are 


west 


ond 
Little 


urer, 


itatior 

Sales 
Brown 
Sheldon, 
Whol 
Peter son, 


Jensen, 


Company; 
Company ; 
Brother 

Company; 
Jolene Shoes; and 
Weinbrenner Shoe 


Shoe 
Viner 


Shoe 


Freeman Shoe Company 
Opens Second Unit in Fresno 

FRESNO, CALIF..-Freeman Shoe Com- 
pany, of 938 Fulton Street in downtown 
kre 
tone and Shields Avenues 
chester 
firmed by M. L. Freeman, owner 

Featuring men’s, women’s and chil- 
dren’s shoes, as well as hosiery, the 
new store, designed by Stanley Solomon 
of San Francisco, the new store will be 
air-conditioned by refrigeration and 
will be staffed by five employees. Mel 
Freeman, who has been in the shoe bus- 
iness in Fresno for 17 years, will man- 
age both stores, he said. 


no, opened a second store at Black- 
in the Man- 
was 


Shopping Center, it con- 
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lowa Stages Revealing 
Well-Attended Shoe Show 


Des Moines, Ia.—Between 350 and 
100 retailers from 12% retail stores at- 
tended the lowa Shoe Travelers Show, 
held here at Hotel Ft. Des Moines. On 
display were 135 lines of spring shoes 
for men, women and children on four 
floors of the hotel. 

Advance buying was better 
year ago, according to Walter Martin, 


than a 


president of the association. 
Pumps continue as the numbe1 
silhouette in women’s shoes in the 


one 
lowa 
Dressy spectators, with the 
combinations and 
texture-contrast, 
with midwest Evening 
shoes which proved most popular were 
the wide-open sandals and dipping 
slings. Women in the “tall corn” state 
are always customers for flats and the 
tailored and more fancy types of flats 
moved well at this show. The beige-to 
brown colors continue to dominate the 
color picture but all the 


area, new 


color tone - on - tone 


and also 


lar 


were popu 


buyers. 


pastels were 
good sellers. 

Saddles, and _ step-in 
most popular in girls’ shoes for every 
day wear and the pump began to make 
an inroad over the one-strap shoe for 
Pastels 
gaining ground over the black 
shoe 


loafers were 


girls’ dress shoes. are really 
patent 
which once was a “must” in this 
part of the country for a little girl’s 
dress shoe. 

The white buck is becoming a 12 
month shoe for boys, especially 
they have decided to dre: 
more for school 
khakis rather 
like to 
“Dad’s” and buying 


and white and brown and white 


since 
little 
chinois or 
They 

like 
black 


hoes 


up a 
and 
than blue jeans 
wear 


weal 


also shoes more 


are more 
continue to be 
shirt 
dominate in 


As men 
in their 


more daring 


choice of etc., more 


continues to their 
Brown 
binations 


color 


hoes shades, two-tone com 


and mesh were all 
for Spring buying for men 
The Sixty-fifth 
opened with the 
election of officers. 
re-elected 


popular 


Shoe 


meeting 


Iowa 
annual 
Walter Martin was 

for the 1955-56 
New first vice-president is Paul 
Mr. Creger a 
David 
Jr. Barclay Douglas, Jr., 
secretary-treasurer and 
was renamed chairman of 
William M. 
executive 

Walter 
lowa as 
National 


Show 


and 


president 
term, 
and 


Creger, replacing 


econd vice-president is Larson 
elected 
Dow 


board 


Wa 

Ralph 
the 
Carver was reappointed 
secretary. 

Martin will 
sociation as a 
Shoe 


the 
the 
Association 


represent 
director of 
Travelers 
All committee 
pointed 


chairmen were reap 
They include Phil Okerstrom, 
bylaws and rules; Kermit Haun, enter 
tainment; J. Ed member 
ship; David Larson, Jr., publicity, and 
Barclay Doublas, Jr., 
Dates for the Spring 1956 show 
set for May 13-14 at the Hotel 
Des Moines in Des Moines 


Norrgard, 


reservations 
were 
Fort 


1955 
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Sholem Opens Department 
In New Apparel Store 


CHAMPAIGN, ILL. - A new shoe 
department has recently been opened 
in the Ralph H. Miller Company 
apparel store here by the J. J. Sholem 
Stores Company. The department oc- 
cupies about one-third of the selling 
area. The entire has recently 
been remodeled and redecorated. The 
Ralph H. Miller firm operates 82 stores 
and the Champaign store is the largest 
of its type. Two other stores are soon 
to be opened and seven more are on 
the drawing boards. 

A full-page advertisement for the 
shoe department was part of a special 


store 


newspaper supplement launching the 
opening. The department carries 
medium priced women’s fashion shoes, 
casuals and children’s 

The department decorations and 
fixtures include modern black wrought 
iron chairs upholstered in bright yel 
low, strongly contrasting with the 
muted gray rubber tile floor. Rose 
carpet runners to match the wall colors 
are used. Open-face shelving in blond 
4,500 pairs 
department will have 
of the store 


shoes 


mahogany accommodates 
The 
the entire 
for display. 


new shoe 


island window 
The company also eading 
family shoe 
grade 


operat a 


store featuring bette 


shoes in Champaign 
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SHOE CO 


“1 , 
‘ May all -Zod’s precious babies, 


the world over, receive the gift of «» 
G pp Gy 
Overlasting -7eace this Mhristmastide 
Kis 
from -/L im, who loves them all, 


Y Op. ip 
-/ he -/Jrince of -/eace 


— Sdeal 











How Shoe Retailers Rate 
Their Sales Personnel 
[CONTINUED FROM PAGE 41] 
STORE TRAINING 


Question: Does your store have any 
regular or formal training for ite sales- 
men? 

The Panel's 
said yes; 35 per 
per cent said they used some form of 
instruction or training on an irregular 


answers 45 cent 


cent 


per 
said no; and 20 


nNasis 

However, some definite conclusions 
are evident. (1) Large stores tend to 
sales training programs more 
2) Training, how 


employ 
than small stores; 
ever, is a very flexible term. Most 
break in new salesmen with 
some form of training program, but the 
training or instruction stops there; (3) 
small minority of (far 
the 45 per cent claiming a 
training program) conduct regular 
meetings and discussion with 
their sales force; (4) a good share of 
the “training” is more haphazard than 
planned; (5) most retailers believe in 
training and in regular sales meetings 

but either can’t find a satisfactory 
“course” available, or admittedly 
lax in carrying out a program. 

Of the 20 per cent of stores that don’t 
have a regular training program, but 
rather use instruction on an irregular 
basis, many employ the so-called “case 
history” method. For example, a cus 
tomer will represent some sort of 
“problem.” After the customer has left, 
and salesman will dis 
the case. This form of “instruc 

evidently common in shoe 
But, as Pane] members 
cited, this method is good as a supple 
mentary aid, but isn’t to be interpreted 
and complete training 


stores 


only a stores 


less than 


8@€8810nN8 


are 


store manager 


cuss 


tion” is 


stores some 


as an over-all 
program 

Also, many stores concentrate train 
ing on their new or younger 
people, but leave the experienced people 
own. Many Panel 
this, pointing out 
should participate 
in regular meetings to discuss fashion 
trends, merchandise, store promo 
tions, advertising, etc 

If there’s a single 
can be 


sales 


to operate on their 
criticized 
that all salespeople 


members 


new 


conclusion that 
reached here from the Panel 
, it’s this: What shoe stores most 
and want is not so much what to 
but teach. Many of the 
members cited this in different 
the gist of the comments being, 


replie 
need 
teach how to 
Pane! 
ways 
“Give us a procedure or plan and we'll 
do the rest.’ 


INDUSTRY 
Do 


asa 


PRAINING 


think 
u hole 


program 


Question 


shoe 


that 


has an 


retail 

ade 
for salesmen 
from both a fitting and selling stand 
point? 

An overwhelmingly 93 per cent said 
no, as against 7 per cent of the Pane! 
voting yes 

Many of the “no” 


you 
business 


quate traimimg 


group were quite 


about the need for such a 
For example, some of these 
comments: “We sure could use one.” 
“This could open a great new 
frontier.” ... “This has been the most 
neglected project in shoe business.” ... 
“The training job done to date has 
been very poor.” “The greatest 
weakness of shoe business today.” 


emphatic 
program. 


The small “yes” group was emphatic 
on one interesting point. There are, 
they insist, plenty of good training 
courses available—but they’re not used 
enough by retailers 

Some Panel members note 
of skepticism or warning. For exam- 
ple, “All the training in the world is 
of no avail if the store’s stock of sizes, 
lasts and styles is inadequate.” 


voiced a 


TOWARD IMPROVEMENT 


Question: Briefly, could you let us 
have your what you think 
should or could be done about improv 
ing the efficiency of retail shoe sales- 


men? 


views on 


The Panel’s replies were rich with 
meaty suggestions and comments. 
While admittediy there is no easy cure 
or panacea to this age-old problem, 
almost all of the hundreds of Panel 
members believe that if there is proper 
planning backed by earnest effort and 
positive action, appreciably improved 
Many of 
were 


conditions can be 
the suggestions or 
duplications or very similar to others. 
Therefore, we’re going to cite pertinent 
excerpts from some of the replies that 
are representative of others in each 
instance. 


developed. 
comments 


“Provide incentive by grading sales 
men so that their earning power has 
chance to with expanded 
knowledge and efficiency.” (J. R. De- 
Witt, J. R. DeWitt, Inc., Chicago.) 

“The incentives must be made greater 
than in other branches of retailing so 
that shoe business can compete suc- 
cessfully for qualified salespeople.”’ 
(Bernard Gardner, B. Rich’s Sons, 
Washington, D. C.) 


increase 


CONCLUSIONS 


These may be considered the key 
conclusions drawn from the Panel’s 
views on the issue of retail shoe sales- 
people’s efficiency and the outlook for 
improvement 

(1) Provide higher 
more incentives. This 
holds top salespeople capable of build- 
ing volume and profit for the store. It 
also weeds the efficient by 
creating stronger competition to ob 
tain and retain a desirable type of job 


and 
and 


earnings 
attracts 


out less 


and career. 

(2) There is a need for revised and 
intensified training practices via (a) 
training of newcomers more efficiently; 
(b) and this one is greatly important 

regular meetings of experienced sales 
personne! in all phases of fitting and 
selling so that “education” is constant. 

(3) More active and positive partici- 


pation of store management in train- 
ing and education. 

(4) Providing sound techniques 
showing management how to teach 
effectively as well as what to teach 

(5) Development of a nationally ac 
cepted code of practices or standards— 
developed and sponsored by an indus- 
try organization such as the National 
Shoe Institute (the Canadian Shoe In 
formation Bureau provides such a 
program in Canada.) 

(6) Improvement of a basic 
the store having an adequate stock of 
sizes, lasts and styles at all times to 
give the sales force the needed tools to 
do an efficient fitting and selling job. 

(7) More active participation of 
shoe manufacturers in this program 
They have a stake equal to the retail- 
ers in seeing that the movement of 
shoes into consumer channels is done 
effectively to expand volume. 

(8) Making the job of shoe sales 
man attractive enough in all respects 
as a career to bring in and hold promis 
ing young people. 


Job 


December, 
The Big Month for Profits 
[CONTINUED FROM PAGE 45] 


Too few retailers capitalize on the 
potentialities of shoes as gift items 
This is particularly true of the luxury 
type shoes. One retailer each year has 
excellent results from his “Give He: 
that Extra Shoe for Her Wardrobe’”’ 
program. He runs several fair 
advertisements to this effect, showing 
various types of very fancy shoes. He 
this wording in regular 


31zed 


also includes 
advertising. 

Gift certificates solve the problem of 
size and selection. They should 
be presented in some dressy or glam 


’ 
coio! 


orous manner. Smal! shoe boxes, large 
shoe boxes with fancy wrapping 
the best mediums. 

Retailers can suggest the gift theme 
merely by placing a few gift wrapped 
shoe boxes in their windows 
interior displays. One family shoe store 
carried the theme out for the entire 
family. Gifts placed beneath’ the 
Christmas tree in the window, included 
something for each member of the 
family. Each gift wrapped package 
had beside it a sample of the suggested 
item. 

For mother, there was a pair of 
fancy leisure type slippers. For teen 
age sister a pair of fancy dressy shoes 
Fleece lined slippers for grandfather, 
“sensible slippers” for grandmother, 
golf shoes for father, and novelty boots 
for Junior rounded out the pile 

Men’s slippers 
lected. Some 
Christmas 
Women 
purchasers for 
other relatives. 
I tennis 


poots, 


are 


and 


should not be neg 
sell more men’ 
time than they 
the chief 
husbands, sons, and 
Fishing and hunting 
and deck shoes and 


retailers 
slippers at 


do women’s. are 


novelty. casuals, shoe trees, and men’s 
socks are other possibilities. 
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BABY CLASSMATE 
(No. 0211 shown) 
$3.95 retail (No 


$5.95 retail r 


Sing a Song of Bottts 


BLACKHAWK 
POSTURE PRIDE SHOES 
7069 shown) 
ange 


RUGBY ROVERS FOR BOYS 
by CLASSMATES 
(No. 1525 shown) 
$7.95 to $8.95 
retail range 


ACTIVE MAID 
AUTHENTIC FASHIONS 
(No. 889 shown 

$6.95 to $7 


retail 


CLASSMATE TRUE 
POSTURE SHOES 
(No. 4345 shown) 


$6.95 retail range 95 


With Ideal’s new, bigger °56 line 
for children and teenagers 
them all and your cash pla ia 


Ideal's complete, new, 1956 line has the 
age; the rugged construction that 


you fit register 
because 


sult any 


Tots to teens 
pretty tune. That 


exciting style to ound 


tor 56 


appeals to parent 
Don't buy for spring 
attractive range ot 
in-stock service throughout 


| IDEAL SHOE MFG. CO. 


Grand Rapids Puts on Eminently Successful Show 


GRAND Rapips, MicH.—That buying 
was heavier this year at the Grand 
Rapids Shoe Fair, held in the Pantlind 
Hotel here, than it was a year ago, 
was the general opinion of some 45 
exhibitors. 

The fair, which is a semi-annual 
event, sponsored by the Michigan Shoe 
Travelers Club, attracted 400 
from western Michigan. De- 
partment store buying was ahead of 
individual store buying, but both rang 
up a good record. The general opinion 
that would continue to 
climb so buying was heavy the 
budget would warrant. 
wa 


some 


dealers 


was prices 


as as 


Color reflected in all 
showing womens’ footwear, with Wedg- 
wood blue leading the field. There was 
the usual array of and 
pinks, eggshell and white more prom 
inent than and Fruitwood 
tan tones the list 

womens’ 


spaces 


pastel blues 


last vear 
high on 
pump 
equally 
the 
were 
heels 
were 


and 
In 


toe 


open and closed 
divided, but 
illusion heel. 
marked by 


seemed em 


All 


their 


was 
shoes 
very, very 

Womens’ bigger than 
ever in popularity with the wedge hee 
out-selling all other 
invaded the and sport 
oxford field and raffia, especially Ital- 
headed for a strong 


phasis on 
dressy 
slim 
casuals 
combined. Ga 
colors loafer 
an Imports, are 
season. 

Halter straps, thought to be waning, 
are again in evidence and opera pump 
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business is divided between plain and 
sweater types. 
Straws in plain or 
with matching 
smart. They 
position. There 
displayed 


combina 


eX- 


ombre 
bags, 
held a 


were 


tions, are 
tremely 
buying 
few vinylites 
are that they still sell well 

Men’s with Frosty Mesh, 
new nylon fabrie, in U-tip, finger gore, 
and patterns 
mediately Black 
and tan and on display 
Spring found 
dominating 
interest in 


strong 
quite a 
and reports 


shoe the 


wing tip proved im 


popular and white 
white 
black 
There wa 
“Smoke” 


year 


for 


and white pre 


an ut 
which 
evident a 


ALO 


In the higher-grade the Italian 


ine 


hoe ranked high in popularit Grand 


to take to trend 


this city were 


Rapids is alw 


but buyer 


ay low 


tocking 


from ‘ 


: . 
Italian styles at first glance 


for 


na invé 


look in 
Look 


There is a 


There is a new 
youth. The Ital 
thi category Also 
and-son 
the mother-daughter 


the 


4gded 


hoe 
an 
father 


tie-up in footwear along 


combinatior 


latter ji in the realm of a 


pump, 
In childrens’ 


noes, tne sump 


not in all leviations « 


Mesh 


womens’ 


wa lines, also ¢ 
hoe 


footwear 


weater have pped 


a in white 
yond 


the 


children’s shoes are selling be la 


year. E wa of 
popular and the pastel pink 
The responsible for 


lk color one mo 
good 


thi 


wa 


committee 


pocket books 
until 
price 


Ideal 


you 


you ve the extensive line 


een i 
a real profit-maker fot 


the whole season 


Division of Mid-States Shoe Co 
Milwaukee 12, Wisconsin 


o7 


Rapid 
W 


Shoe 


Shoe 
John 
Manu 

Mo 


Collegates 


ful Grand 
compo ed of Curti 
Saifer 


St 


most ucces 
Fair wa 
Chairman, Tober 


facturing Company, Loui 
Carl E. Verburg, Calumet 
Sheboygan, Wi and E.G 


Ball Footwear, Mi 


Harryman 


sand hawaka, Ind 
210 Associates Exhibited 
Map Display at Popular Price 
New York-—The 
play of The 210 A 


vhilanthropic 


new portable ai 


ociate the na 


] 


tional | foundation of the 


trade Va on 
floor of the 


Popular 


hoe, leather and allied 
exhibition on the mézzanine 
Hotel New Yorker 


show of America 


during the 
noe 
I} 
til 


ion of 


display 
, . 
dent 
centra 
two wing 
lhe 
the | 


main 
nited 


mat flay 


part 
are placed 


names and 


addresse if ‘ vo regional 


] The ae 


pleces conta educational material rel 


ctions of the association 


+ 


pnenen 


membership i i iower part of! 


pocket containing 


eriptive and member 


ara 


I rederick Bloom executive vice pre 


ident, played host to all members 


member 
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want more of these? 


~~ 


then sell 


hand-lasted, hand-sewn 


SEBAGO-MOCS 


Patented Welt Construction* 


Tops in quality casuals 


Sebago-Mocs exclusive patented 


welt construction is rapidly boosting them to the top in sales. Cus- 
tomers like the greater flexibility this construction gives Sebago-Mocs. 
They appreciate the smart styling, the extra comfort and snug fit of 
these hand-lasted moccasins, built by Maine craftsmen who take pride 


in their work. 


So for extra sales and extra profit dollars, stock and sell 


Sebago-Mocs. 





Available 


Women 


500 


Brown 


Boys 
7002 


Brown 


Men 
700-770 


Brown Black 








IN-STOCK FOR 
PROMPT 
DELIVERY 


*(U. S. Pat. No. 2,420,466) 


STYLE 500 


SEBAGO-MOC COMPANY 


WESTBROOK, 


MAINE 


New York Office: 534 Marbridge Building 


Little Resistance to Prices 


OKLAHOMA City, OKLA.—The Mid- 
Continent Shoe Travelers Association 
held annual election of officers at their 
semi-annual showing held in the Huc- 
kins Hotel, here, with Elmer H. Neil, 
Oklahoma City, being moved from 
vice-president to president of the 
group. Pat Stubblefield, was elected 
vice-president and Mrs. Norton Thomp- 
re-elected treasurer. E. J. Ejich- 
horn retained as  secretary- 
manager. J. N. McGinley, retiring 
president, was promoted to the board 
of directors. Other additions to the 


son, 


was 


74 


Made in Conada by Canada West Shoe Manufacturing Company, Winnipeg, Manitoba 


Noted at Oklahoma Show 


board of directors are John Shroder, 
and Bob Mooney. 

The meeting was well attended. A 
large, buying crowd was on hand Sun- 
day with the usual local buying by 
appointment on Monday. Little re 
sistance to price rises was noted for 
the present, but some fear was ex- 
pressed as to future price rises with 
current labor problems. 

In flats and casual styles the skim- 
mer pump is still most popular with 
color preferences running to white, 
pink and black patent. Some panama 


color and experimental buying in the 
new orange shades was noted. Pink 
was noticeably popular in orders, for 
as retailers said, last year they ran 
short on this color. 

Business meeting was held Saturday 
dinner. There 
was next meet- 
ing place and a plan may be worked 
whereby show rooms may be 
retained at the Huckins Hotel 
part of the showing also held at the 
Biltmore. 

Displayers fee] they need much room 
for this showing as many of their 
customers at this time are new or ones 
buy on the road trips. 
fourth, fifth, sixth and 
the Huckins 


night preceded by a 


some controversy over 
out 
with 


will not 
on the 
floor of 


year. 


who 
Rooms 

seventh 
utilized this 


were 


Firm Reports Acceptance 
Of Girls’ Fall Sports Oxfords 


HASTINGS, NEB.—A new sport oxford 
for girls which was selected for Fall 
by a shoe committee of the J. M. Mc- 
Donald Company chain of department 
stores in the Midwest and Rocky Moun- 
tain states has proved to be a best 
seller, it was reported by the executive 
and merchandising office here. Called 
“High Wali Lo-Boy,” it was made up 
for the McDonald Company in four 
color combinations. 

The oxfords, selling at $4.98, 
featured in the firm’s back-to-school 
advertising for the 103 outlets, 
and have moved steadily since. 

The four combinations 
caught on were black suede vamp and 
quarter with black gunmetal elk trim; 
canyon sand elk vamp and 
with gray elk trim; avocado green elk 
vamp and quarter, with light gray elk 
trim; gray vamp and quarter 
with light gray elk trim. 


were 
retail 


color which 


quarter, 


uede 


New Orleans Setting Motif 
For Florida Shoe Salon 


Sr. PETERSBURG, FLA.—An 
sion program at the John Baldwin’s 
Shop has added a Shoe Salon to the 
Fashion Beach Drive and 
Second Avenue. 

Planned by Mrs. Kenneth Cowan, the 
interior resembles an old New Orleans 
setting executed in black wrought iron 
furniture, cushioned with pink and 
white pillows in a floral motif. The 
ceiling continues the theme with wide 
pink and white stripes, while the floor 
is covered wall to wall with gray pile 
carpet. A provincial full length mirror 
is framed in white on one side of the 
alon, while a pink frame encircles a 
face mirror on the other. 

While it is a part of John Baldwin’s 
Apparel Shop, this addition is owned 
by Elwyn and Kenneth Cowan and 
James F. Keyes, who will be manage) 
and buyer. He was formerly buyer fo: 
Joseph’s in Chicago, and for several 
high class shoe stores on the West 
Coast of Florida. 


expan- 


Corner at 
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Varied Response 
At Michigan Show 


Derroit — The Spring Shoe Show 
sponsored by the Michigan Shoe Trav- 
elers Club at the Hotel Statler, opened 
with a strong attendance, running 
ahead of last year’s show. Buying va- 
ried considerably in the different cate 
gories, spurred in part by the price 
increase situation, with most lines in- 
dicating an increase over last year, 
while a few barely held even. 

This show marked a new departure 
for the local industry, with the shift 
made this year in the Annual Shoe 
Fair. Formerly held in November for 
many years, it ahead to 
late Spring, and scheduled for June 2-5. 

In men’s shoes black was unusually 
prominent in demand, with brown 
shades running just equal. A 
new tone, Frosty, a dull finish similar 
to Smoke, was reported doing well in 
casuals. For Spring delivery, wing 
tips with a Shantung inlay attracted 
interest. Italian motif slipons, partic 
ularly in brown and white, and black 
and white, were good, as were mid-lows 
or Algonquin types generally. Black 
dominated for young men; black and 
white and brown and white were im 
portant for Spring delivery. Narrower 
toe styles were also noted. 


has been set 


about 


tubber footwear business was down, 
reflecting the moderate winters of the 
past three 
tories in 


Carryover inven 
are high. However, 
were running up to 35 
per cent ahead of last year, for March 
through May delivery. 

In growing girls’ lines, standard 
sellers of recent months continued to 
be the rule, particularly penny loafers, 
saddles and flats. 

In the women’s style field, busines: 
was reported markedly ahead of a year 
ago, with the Spring outlook very 
good. In closed casuals, glove leathers 
were the outstanding leaders. 

In dress there was a wide 
spread of colors, notably black patent; 
various shades of 
Corkette, Fruitwood, 
Palmetto, a new tone replacing last 
favorite avocado; Wedgwood 
blue, increasingly important; and the 
standard blacks and reds. 

Illusion heels of the slimmed-down 
medium type were important, and the 
novelty shoe field showed active in 
terest in vinylite types. The Italian 
theme was repeated, trending to longer 
and higher vamps. 

Straw shoes are expected to be im 
portant here for Summer trade. For 
the earlier Spring trade, flats in color 
ful sports types were moving well. 

Fill-in buying was good, but dealers 
generally seemed to hold back on 
Spring buying for the January show 
which is traditionally the big one here 
for actual orders. Al Apple of the 
Portage Shoe Company was re-elected 
president of the Michigan Shoe Trav- 


years 
stores 


canvas casuals 


shoes, 


brown, especially 


and Italian tan; 


season’s 
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elers Club preceding the Spring Shoe 


Show. 

Also re-elected were: vice president 
Curtis W. Johns, Tober-Saifer Sho 
Manufacturing Company; secretary, 
Julius Rachmiel, Lester Pincus Sho 
Company; and treasurer, John Shelby, 
Mitchell Ettman Shoe Company 

George H. Lawson of the Phylh 
Shoe Company, as past president, wa 
elected chairman of the board of di 
rectors. 

Elected to the David 
Brown, D. Myers and Sons, Inc.; Gor 
don A. Spring, California Cobbler 
and Earl Gregg, Wilbur Shoe 
Company. 


board were: 


Fill-In Buying at Buffalo, 
Black Leads in Local Orders 


3UFFALO—The Tri-State Shoe 
elers Association held its regular No 
vember show at Hotel Statler, Buffalo 
N. Y. Exhibitors pleased with 
the buyer response, although there were 
practically no Spring lines displayed 
and most were for fill-in 
chandise for the holidays. The 
however, was considered much 
than the one in July 

On Saturday evening a_ busine 
held at the hotel and the 
were elected for 1956 
vice-presi 


Tray 


were 


sales mer 
show, 


bette ’ 


meeting was 
following officer 
Robert 


srown; 


president, Leighton; 
dent, Ben 
Edward G. Krug, 
arms, David Siegler. 

The next 
ary 5-6, when all exhibitor 
Spring line 

Red was 


in smooth 


secretary-treasurer, 


and sergeant-at 


held Febru 
will display 


show will be 


in children’: 
with a 


a leading color 
leathers, 
Thi 


women’ 


shoes, very 
few trend was to 
be noted in all and children’ 
Instep and shell pump 
demand for the little tots, 
gir] styles being shell 
pumps. Loafers remained a 


black suedes. 


footwear. were 
in best with 
growing and 
sweater 
popular as eve 

Women’s 
favorite 
wedge heels, 


casuals sold very well, 
being those with the 12 

In the high styles 
pumps predominated 
black the big color. 

The Italian 
in some of the 
Italian 
well. There 
in this merchandise, among which nylon 
mesh received considerable attention. 

Black led all other colors by 40 to 
50 per cent in local orders, mostly ir 

leather Black white 
types were in good 
men’s and boys’ merchandise 


opera 


and sweater with 


trend was very evident 
exhibit 
sold 


some 


men’s where 


even import urprisingly 


were Spring line 


smooth and 


sport demand in 
both 
Gores and slip-ons were popular 


Even though there have been 
delays in deliveries this Fall, all house 
at the show promised delivery of order 
placed there in time for the holiday 
Many buyers are still laboring 
with large inventories and resultant 
too heavy stocks. This made buying 
somewhat cautious in instances, 
although needed lines ordered 


freely. 


ome 


trade. 


some 
were 
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Window Raises Back-to-School Volume 


BACK TO SCHOOL 


dal 


The shoe department of Green's Department Store in Middletown, N. Y. showed 

@ 29 per cent increase during this year’s back to school promotion. The manager, 

John L. Masi, attributes much of it to this window in which shoes were displayed 

along the outer edges, each shoe carrying a card giving size range, price and 

colors available. On the outside were several scratch pads with pencils for the 

use of parents who wished to jot down style numbers. The window was designed 
and installed by the store's display manager, Gregory Lothrop. 


Halle Brothers, Cleveland, 
Promotes Frank Jarvis 


CLEVELAND—The promotion of Frank 
to assistant merchandise 
of women’s and children’s 
shoes was announced today by Walter 
M. Halle, president of the Halle 
Brothers Company. Mr. Jarvis has 
been buyer of women’s dress shoes and 
continue in 
dition his 


J. Jarvis 
manager 


vill ad 


this capacity in 


to new duties. 


FRANK J. JARVIS 


Mr. Jarvi a 


ington and 


graduate of Wash 
Lee University and served 
n the U. S. Army during World War 
Il as a supply warrant office: 
Following his of duty 
Army, Mr. Jarvis attended 
vard Business Schoo] 
received his masters degree in busine 

administration in 1948, 

In February 1948, he joined Halle’s 
and was assigned to the general mer 
chandise manager's staff. He was made 
assistant buyer in women’s 
May, 1948 and buyer of this 
ment in February, 1950. 


in India. 
with the 
the Har 
where he 


tour 


shoes in 
depart 


76 


merchandise 
to 
manager 
accessories division, 


As assistant 
Mr. Jarvis will report 
Jacques, merchandise 


manager, 
Mr. E. O. 
for the 
fashion 


Buying Up at Indiana Show, 
80 Lines Represented 


INDIANAPOLIS, IND.—About 80 lines 
were shown at the Spring Shoe Show 
presented by the Indiana Shoe Travel- 
ers Association, Inc., at 
Hotel, November 6-8, 

Buying 
of it for 
Summer. retailers bought fill- 
ins to replace depleted lines. Soft shoe 
leather was the big news in the men’s, 
and lines. 
women were prominent. 


the Claypool 


with 
Spring and 


was good generally, 


most earmarked 


Some 


women’s children’s Closed 
Loes for 

The staff was composed 
of Bob McElroy, chairman; Carlton F, 
Klaus, L. A. Reynolds, John W. Sarpa, 
and Hugh B. Smeltzer. 


In the women’s dre: 


convention 


shoe lines, high 
with closed led in 
popularity in Wedgewood blue, followed 
by white bark and navy. The trend 
here points to wanted colors of pink, 
yellow, pastel blue, panama and lime. 

The squared-off top line moved well 
the Italian influence “was. still 
around.” High heel interest was 
potty, with emphasis on fancy heels 

Flats increasing in interest in 
of that category. Quite a volume 
of business also was done in the two 
tone, half-wedge suede oxford. 

In straws, the news was pearlized 
straw in all colors and all heel heights, 
including wedges. had mesh 
Sandals were the best sellers. 
teenage and young women’s 
hoes, much activity in cvolors was re- 
ported. Flats are popular here for 
daytime wear as well as for dancing. 
The Mexican and Italian influence were 
important. 


heeled patents toes 


and 


hoe 


Some 
trim, 


In 


Gallery Lends Paintings 
For Shoe Display to Dealer 


New YorK—To dramatize that good 
fashion is really an art and to highlight 
the theme “Every Shoe A Masterpiece,” 
two oil paintings by the well known art- 
ist William Palmer have placed 
on display in the window of the Foot- 
Joy Shop at 15 East 48th Street here. 
They are on view from November 21 
through December 3, 1955. 

The paintings “The 
Bobby which is considered a 
and “Three On A They 
have been loaned by Midtown Galleries, 
selections from The Art of Golf, 
through the courtesy of “Sports Illus- 
In addition to its line of men’s 


been 


are Defeat of 
Jones,” 


‘ gangs 
classic, Tee. 


trated.” 
shoes, the Foot-Joy Shop specializes in 
golf shoes for men and women. 
William Palmer, a of the 
Munson Williams Institute in 
Utica, is represented in the permanent 
collections of the Metropolitan and 
Whitney Museums, New York City, and 
The White House, Washington, D. C. 


director 
Proctor 


In the children’s line, interest 
shown in luster leather for girls, 
this season. The new lightweight 
took the lead in schoo] types. 


was 
new 
look 


In boy’s shoes there was interest in 
brown and white, and black and white, 
a change from last year. There was 
marked activity in the vent ventilated 
patterns in children’s and _ teenage 
shoes. 

In the men’s line, the new pattern of 
slip-on shoes showed strength. Those 
with a fabric combination were good in 
black and gray, and brown and tan, 
with the latter leading. There also 
was interest in teak and white, and 
black and white combinations in ox- 
fords. 


Leading Italian Shoe Designer 
Highlights His Line in Miami 


MIAMI, FLA.—Bruno Magli, leading 
Italian shoe designer, is in Miami on 
his first visit to the United States. The 
lesigner left school at the age of 12, 
started work as an apprentice to 

Montanari, “father” of Italian 

design. From there he 
custom work and 


own 
factorie in Bologna, 


( 
and 
Luigi 
shoe 
his 
owns six 


custom 
went into 
now 
Italy’s shoe center 

He designs shoes for Fredelle Foot- 
vear, a Miami Beach shop operating on 
Mr. Magli, who puts on 

national shoe show in Italy each 
March, finished his first personal 
hoe showing held at his villas in Bo- 


Lincoln Road 


just 


logna. 


Highlights of his line, he feels, are 
the narrow but unbreakable heels, open 
toed styles and shoes in floral printed 
leathers, geranium red calfskin, yellow 
cream colored kidskin. Lowered 
heels, he feels, are continuing in im- 
portance in pumps and sandals. 


or 
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Lightweights, Color, Top Items 
At Southeastern Shoe Show 


ATLANTA Retailers came to the 
Southeastern Shoe Travellers Show of 
Spring shoes in Atlanta November 6-9, 
buying on a note of optimism. 

“This, twenty-fifth 
satisfactory in every 
Hines, of the 
Shoe reported. 
lines were shown by 280 exhibitors, 
with 1,400 buyers registering during 
the four-day period.” The registration 
was considerably than last 
year’s show of the same period. 

All lines moving 
with increased flats 
casual with 
sonal purchasing for the area. 

Novelties moving pretty 
but the standard black patent 
retained number 


oul show, was 
respect,” Ted 
Southeastern 


100 


president 


Travellers “Over 


large? 


seemed to be well, 
and 


sea- 


activity on 


shoes, characteristic 
were well, 
pumps 
one among 
buyers. Pinks and yellows went well 
among the colors, with the usual good 
for white. Generally, lower 
dress shoes for women went 


place 


market 
heeled 
well, 

Most lines noticed an increase in 
business from the first day, many 
rating it as the best first day’s business 
they had done. Grainleather continued 
as one of the best materials, and the 
trend for open shoes continued. Wo 
men, it seemed, wanted to look 
light and feel light. 

More stylized shoes for young people 
were well accepted, with pastels going 
well for girls. Red Goose got a lot of 
attention with a little straw 
shoe for the very young miss. 

“Our business is up a good 10 per 
cent over last year,” Tom Johnson, of 
the Friedman-Selby line said. Their 
ladies line, Grace Walker, was going 
well in shell pumps and slings, and a 
new luster-straw was attracting 
tention, being on the market for 
first time. 

Ralph Stallmark, of New York, 
president of the Carlisle Shoe company, 
down for the show, said his firm found 
interest in grain 
open light colors. The Southern 
market differed very little from the 
rest of the country, he found, except 
the public started buying a little 
earlier in the season. 


shoes 


casual 


at- 
the 


more leathers, more 


shoes, 


men’s _ line, 
there was a interest in 
with the continental influence, partic- 
ularly in mesh. Good sellers were low 
tops in two-eyelets, and mid-lows in 
three and four eyelets. All white moved 
well for the collegiate trade. Slip-ons 
gained in popularity. 

Francis Ryan and Lee Strickland of 
the Bates Shoe Company found an in- 
interest men for 
“shoes to fit the growing 
gradually each year. Buyer were 
interested in greater variety, they 
found. Slip-ons were going well in all 
colors and styles. Lighter weight shoes, 
in mesh, ventilated and embossed 
leathers went well. A new color the 
company has brought out, “Teak 


In Friedman-Selby’s 


notable shoes 


crease in among 


costume” 
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Brown” was very favorably 

“Very good’ was the comment of 
Oscar Huff, of Carpenter Shoes, His 
line is bringing out a brown and white 
saddle oxford in the 
down to the cradle set 

Rice-O’Neil offered a 
which the 
the 
honeycomb calf, and as a 
Maypok 
vivid colors 


accepted 


small sizes, right 
number of 


styles gained interest of 


buyers in dressy lines. One was 
the 
tional shoe, their Fabric, 
a gaily striped 
One of their new offerings was a 
of 


“tutu” (a 


new 
shoe in 
com 

sandal 
kid 


suede 


bination “peachy 


luster and pinkish 


purple) 
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Peoples Shoe Plans Store 


FINDLAY, O People s Shoe Company) 
with 3250 
Findlay 


here 


open tore 
t of floor 


» be constructed near 


a new quare 


Plaz 


space in tne 
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GENUINE 
LEATHER 








WRITE for informative booklet and samples of 
this revolutionary new sole leather. 


VIRGINIA OAK TANNERY 


SALES CORPORATION 


27 SPRUCE STREET 


NEW YORK, N. Y. 


Only genuine leather “SuperSo.t” bears this VOTAN trade-mark 
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We Offer Quality Jobs, Cancellations 
and Closeouts in Branded Footwear to 


raohata-titehatels 


i alel-Miicla-sPmelaha-melitmelale| 
shoe promotion buyers 


Our prices on fine shoes, 


bought direct from the best known 


for values! 


Open a Cancellation Shoe Store in Your Town 


Our New Store Consultants Will Help You Set Up a Profitable Operation 


EXTRA Profit 


with every pair of shoes 
New “totes”—ON WHEELS Display 


DOUBLES wet 


totes. 


“totes” 
write for 
Men's, 
Women's and Children’s “totes.” 


So-Lo MARX RUBBER Co., Loveland, Ohie 


Ask your local 
Wholesaler or 
new catalog on 


Sales Climb 25 Per Cent 
At Boston Spring Shoe Show 


BosTton—-An increase of from 20 to 
25 per cent in sales over the Novem- 
ber 1954 showing, was booked by mem- 
bers of the Boston Shoe Travelers As- 
sociation who exhibited at the Spring 
Shoe Show sponsored by that associa- 
tion at the Parker House here from No- 
vember 13 through November 16. Buyer 
attendance also was up, it was reported 

about 10 per cent over last year. A 
few of the approximately 150 exhibi- 
tors kept their sample rooms open after 
the end of the show in order to accom 
modate buyers. 

The annual meeting of the associa- 
tion was held on the evening of No- 
vember 12 and Leon E. Kelley, Jr., 
sales representative for the Freeman 
Shoe Corporation, was unanimously 
elected president. 

Other officers named are Al Prud- 
homme, vice-president; A. P. Richards, 
secretary-treasurer, re-elected; and the 
following directors: John R. Thomp- 
son, Irwin Finke, Chris Anderson, 
Howard Harrison and Ed Satter. 

Syd L. Curry was named to fill a 
newly-created office, that of assistant 
to the president, in which capacity he 
will be responsible for much of the 
work involved in the association’s spon- 
sorship of semi-annual shows and will 
the activities of various 
Mr. Kelley has named Mr 


coordinate 
committees 
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makers are in line with our 


nationwide reputation 


Quality Shoes Since ‘32 
M. K. WEIL Shoe Company 
“While in Town See Weil” 
1215 Washington Ave., Saint Louis 3, Mo 


Sample Rooms: Los Angeles» New York 





weather business. 


CHICAGO 





COSSACK 


. Leathers 


ARMOUR LEATHER CO. 


Smooth corrected grain, semi-aniline 
vegetable type kips and extremes 








BOSTON NEW YORK 








Satter and Mr. Prudhomme as chair- 
man and vice-chairman of the general 
show committee, to be assisted by Jack 
Murphy, Tom Dumford and Mr. Curry. 
Al Hogan will serve as chairman of 
the entertainment committee. 

In the Parker House, during the 
show, buyers had an opportunity to 
inspect a selected group of Spring and 
Summer styles placed there by 
In this room no 
these dis- 


early 
exhibiting companies. 
business was transacted, 
plays being designed merely to reflect 
the style trends in men’s, women’s and 
children’s footwear. Noteworthy in the 
lines was the large number 
of shoes of leathers in pastel colors 
as well as some of multi-colored fab- 
rics. Vinylite foreparts, were 
shown in many lines. 

In children’s shoes the trend toward 
more adult styling was strongly in evi- 
dence and a novelty in men’s shoes was 
a gray suede, open-toe casual with side 
lacing which will be tested at Winter 
resorts in the South. In the latter cate- 
gory, of course, the Italian influence 
continued to attract attention. 

The only social affair of the show 
was on Wednesday, November 16, when 
retailers were guests of the travelers 
at the luncheon meeting. Entertain- 
ment was furnished by a well-known 
comedian. 

Prizes were awarded at the luncheon 


women’s 


also, 


as follows: 


Chafing Bucklen, 


dishes, Harold 


tochester, N. H., and J. Hannigan, Con- 
cord, N. H.; percolator, Harry Abrams, 
Somerville, Mass.; radio, Fred Willis, 
Kays Store, Pawtucket, R. I.; watches, 
M. H. Schaftsmaster, Bangor, Me., and 
Ben Newman, R. H. White Co., Boston; 
coop, Bob Bezack, Enterprise Depart 
Stores, Brookline, Mass.; travel 
bag, Phil Morse, Morse Shoe Stores, 
Lowell, Mass.; and pen, Barney Rich, 
Lincoln Stores, Quincy, Mass. 


ment 


Newest GallenKamp Unit 
In Phoenix Shopping Area 

PHOENIX, ARIZ.—With Frank Lang- 
ford as manager, another GallenKamp 
Store has been opened in the Phoenix 
Camelback Road, Uptown 
Plaza Shopping District. Manned by 
three employes, the new modern store, 
20 by 70 feet, had an opening featured 
by a local entertainer. 

Focusing on the company’s prestige 
center in Disneyland, the newly 
opened store has placed one mural 
with a Disneyland motif. Five other 
such murals have been ordered from a 
local artist. 

The new 


area on 


of a 


features a carousel, 
is open two nights a week. Mr. Lang- 
ford indicated that 14 inches of ad- 
vertising space are used in each of 
the two local newspapers. Spot an 
nouncements are also made, one a week, 
on the Mickey Mouse Club program. 


store 
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Made to specifications of 
official drill teams and 
bands. Top quality made 
on boot lasts 
5120 Sizes 5'2-8 $3.90 
5121—Sizes 8'2-12 $4.10 
5222 —Sizes 12'2-3 $4.35 
5523—Sizes 4-9 $5.25 
Littleway Construction 
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Mid-Atlantic SHOE SHOW 


at the BENJAMIN FRANKLIN HOTEL—Philadelphia 
JANUARY [5th to I8th, 1956 


The eastern seaboard's No. | show—and a great 
“Market-Place” where retailers 


®* SHOP © COMPARE e BUY 
New SPRING and SUMMER STYLES 

| } & * * 

Display your line—just 1! weeks before Easter 
JOIN THESE EXHIBITORS! 157 firms—all of whom have 
found it profitable to display at the SHOW OF THE YEAR in 
Philadelphia. LOOK AT THE RECORD! 32 firms annually 


from 15 to 40 years. 125 firms consecutively from 4 to 14 years 


A "MUST" SHOW FOR MORE THAN 
2000 RETAILERS 
BANQUET * FLOOR SHOW * DANCING 
LATIN CASINO, Tuesday, January 17th 
Charge for TWO FREE TICKETS with each co-op. fee paid 
ane toenety SHOW YOUR LINE! SEE THE TRADE! 


Extra Colored 


















! Tossels, 25¢ pr. For DISPLAY SPACE—Wire or Phone 


BERNED SHOE COMPANY CAL J. MENSCH Phone—Rosewood 1-9872 


207 Essex Street, Boston 11, Massachusetts 2 Kendal Avenue Pittsburgh 2, Pa. 





Ballerina Used to Publicize 

Filene’s Tap-to-Toe Shop 
BOSTON Smartly aware of the 

growing popularity among sub-teen- 





Sub-teenage dancing enthusiasts meet 

Ballerina Nellie Gurton in the Young 

Crowd Department of Filene’s, Boston, 

during a recent promotion of “Theat- 
ricals" dancing shoes. 


agers of toe-ballet and tap dancing as 
well as of the newer but more con- 
ventional dance steps, Edward Tesler, 
children’s shoe buyer for William 
Filene’s Sons Company, here in Boston, 
recently decided to publicize his com- 
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paratively new Tap-to-Toe shoe shop about the advisability of high shoe 


in the third floor Young Crowd’ versus low shoes, in another, he speak 
department by showing the youngster about strap shoes and oxfords. One of 
the real thing. the talks will expre his policy or 


The promotion devised included im- orthopedic fittings and special problem 
porting a well-known ballerina from The entire initial series of 12 spots 
New York for a one-day Saturday was taped by Mr. Williams for broad 
stand and advertising her visit on the cast over a local radio station and each 


day before. The ballerina selected wa spot is broadcast several times. My 
Miss Nellie Gurton who has danced Williams peaks in a conversationa 
with the famed Ballet de France a tone and mentions his store twice on 
well as with the Ballet Russe de Monte each tape, once when he introduc 

Carlo. himself and the other time when he 


Each child who attended was greeted closes his talk. 
by the dancer who asked the child’ 
name and address and what type of o& : : a ° 
dancing she was interested in. In Shoe Salon Gets Traffic 
return, all youngsters were presented With Coffee Break Reviews 
with an autographed photograph of the 
ballerina. A specia] display of dance 
footwear was set up. 

This Filene department carries the 
full line of “Theatricals”, dance foot 
wear distributed by the Berned Shoe 
Company of Boston. 


LINCOLN, Ng&B.—The serving of free 
coffee in the women’s shoe salon at 
Gold & Company department store ex 
ceeded management's expectations at 
four footwear fashion reviews staged 
by the store. Charles O’Gara is buyer 

Window and street floor signs plus 
a five-column ad informed the public 


Idaho Shoe Retailer Uses of the “coffee break” shoe style review 
Radio Broadeasting Series Store employes modeled new women’s 
footwear styles for Fall and Winter 
TWIN FALLS, IDA. Ron Williams, The women’s shoe salon is located on 
owner and manager of Twin Falls’ treet floor 
newest shoe store, has started a series Elaine Norwood, fashion consultant 
of informational radio advertisements for a nationally advertised line of wo 
about the fitting of shoes. men’s shoes, served as commentator for 
The one-minute radio spots, taped by the four shows. The mere handising 


Mr. Williams, concern various prob- angle stressed was the need for a shoe 
lems in relation to fitting children’s wardrobe to match all of a woman's 
shoes. For example, in one he talks busy-day activities 

















Spell It 
With a Dollar Sign 


[CONTINUED FROM PAGE 47] 

Knowing the appeal that movies have 
when they are advertised “For Men 
Only,” a Ventura, California, merchant 
used the same sign over a peephole to 
get women to look at his display. Radi 
Not so very. Selfridges, a 
servative London department store, 
the same principle, packed the 
crowds out front with a sign reading, 
“For The Clean Minded,” to sell towels! 

Even the naming of a product 
provide a sex implication. Bra 
perfumes, quite naturally, have 
gone all the way with such names as 
“Sensation,” “Allure,” “Fig Leaf,” “In 
time,” “Scandal.” 

A while back we inferred that fash 
ion was usually sex with its clothing 
on. Pontiac capitalized on this fact by 
running an entire advertising cam 
paign under the theme of “The Style 
of the Month Plus the Car of The 
Year.” The campaign was carried on 
in cooperation with leading fashion di 
rectors and ads appeared in women’s 
magazines showing illustrations of the 
latest clothing styles alongside of the 
new Pontiac. 

Your advertising gives many oppor 
tunities for pictures of pretty girls 
And, of course, a ready-made oppor 
tunity exists in the use of display mate- 
rial furnished by your manufacturers 
Much of this earries a good touch of 
sexy illustration. 

Gene Fowler described with 
erable eloquence a conversation between 
Joe Ward, one-time editor of the Den 
ver Post, and a nameless cub reporter. 
Fred Bonfils, co-publisher once wished 
a young cub on Ward. Owners of news 
papers often bedevil] their editors with 
friends of friends of theirs. This lad 
came to Ward on the second day on the 
job, almost frothing with excitement, 
eyes bulging: 

“Mr. Ward, 
story!” 

Ward had writing Babylonian 
paragraphs during a lull. He pushed 
up his glasses, snorted and licked his 
lips 

“Well, what: is it? Murder?” 

“No, Sir, I was walking last night 
past the East Denver High School when 
I looked .. .” 

“Is this the story of your own life?” 
Ward asked. 

“No, Sir, but I was walking... 

“Well,” said Ward, “quit walking, 
and get down to facts.” 

“Well, I saw a lot of young people, 
and they were doing... they were... 
I don’t know just how to put it af 

Ward folded his arms and 
back in his chair. 

“Like Adam and Eve?” 

“Yes, Sir, I counted fifteen couples. 
Right in the shadow of the high school.” 

Ward cleared his throat, “Son,” he 
said, “this thing has been going on for 
thousands of years, maybe millions. 
Evidently your parents didn’t enlighten 
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you, so I'll try to describe the effects 
if not the cause—-of this phenomenon 
You can preach against this practice, 
denouncing what you saw, in every pul- 
pit of the nation. You may write books 
attacking it; you may create plays 
condemning it; you may call out al! the 
armies of the Lord, as well as of the 
United States Government, to suppress 
it—but, son, mark my word, you will 
never succeed in making it 
with the masses.” 

That Mr. Ward’s ideas 
place in the shoe business i 
trated by the success of 
“coke” party of Dils Bros., 
W. Va. It is held a 
prior to the opening of school; it is 
directed to youngsters of high 
age; and it is publicized by teaser ads, 
newspaper, and direct mail slips. 
Usually they have been mobbed 
but in spite of this, each of the party 
days has contributed a high volume of 
business. A juke box, a coke bar, in- 
formal modeling, door prizes, etc., are 
all part of this effort. 

Ansonia made a similar appeal with 
a “Black Magic and Champagne” win- 
dow in which women’s shoes were pre 
exceptionally romantic 


unpopular 


have 
well 
the 
in Parkers- 
few weeks 


their 
illus- 
annual! 


burg, 


school 


sented in an 
setting. 

Walkover did it with an airline tie 
in in which they were able to feature 
attractive airline hostesses. 

We'll wind this one up with the story 
of the two old ladies who were visiting 
the monkey cage at the zoo. Seeing no 
monkeys, they inquired of the keeper. 
When told that the monkeys were in- 
side, mating, one of them asked the 
keeper if he thought they would come 
out for some peanuts. He replied, 
“would you?” 

So, next time you wonder if it’s ad 
visable to put a little sex into your next 
campaign—and you're wondering if 
the public wants it—Jjust ask yourself, 
“Do you?” 


Bonne Opens Fifth Unit 
On Shopping Center Site 


Bonne’s opened its 


ST. PAUL fifth 
shoe store in the new million-and-a- 
half-dollar Signal Hills Shopping Cen- 
ter, West St. Paul. Originally Bonne’s 
was devoted to juvenile shoes but now 
has complete family footwear. 

The new store is one of the most mod- 
ern and complete family stores in the 
Northwest, according to H. W. Bonne, 
who has been in the shoe business for 
40 years and has operated his own 
stores for the past 25 years. The store 
is arranged in departments for chil- 
dren, teenagers, women’s high fashion 
and casual, and men’s. The men’s de- 
partment is separated by dividers from 
the rest of the store. There is also a 
handbag section for women and chil- 
dren, which features popular price 
handbags except for a few companion 
pieces for reptile shoes. 

The store is colorful with a color 
scheme of rose and apple green. Dis- 
play units are of blonde frosted oak in 


modernistic design. Chairs are uphol- 
stered in coral and yellow plastic. 
Shadow boxes with pegboard backing 
are in each department, incorporated 
with shelving to get away from table 
displays and leave more floor 
Flooring is of beige and brown tile at 
the front and beige and red in the 
children’s department. A Kelly green 
rug covers the center of the floor. 
Whitcomb is manager. Mr 
Whitcomb has been a shoe manager for 
the past nine years and until now was 
manager of the Bonne Lexington Plaza 
store. 


space. 
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Fashion Story to Customers 
Said to Be Hurting Shoes 
NEw YorkK—Speaking at an 
sory and shoe luncheon meeting of the 
Fashion Group held recently in the 
Grand Ballroom of the Hotel Biltmore, 
Sol Kent, fashion director at Rich’s 
in Atlanta, challenged what he con 
siders to be a “dramatization of clothes” 
at the expense of shoes and accessories 
in the fashion story that are 
telling their customers. “It’s time for 
the store to tell the customer, ‘This 
goes with that.’ And, ‘This season, if 
you are fashionable, this is what you 
add to this.’” “Accessories,” Mr. Kent 
summarized, “are the final addenda 
that turn clothes into a look.” 
In the fashion show that 
his talk, accessories and 
shown with clothes by models on the 
runway and in colored slides on a large 
screen. Co-chairman Janina Willner of 
Bloomingdale’s introduced Carolyn 
Saks, fashion director of Mademoi 
selle Shoes and chairman of the meet 

ing, to comment on the show. 

On the runway three costume colors 
were featured: off-white, very pale 
beige and gold. With the off-white, 
straight coat, turquoise was the con 
trasting color in large handbag and 
necklace. With another off-white cos 
tume—a sleeveless blouse, pleated skirt 
and turban—a multi-strand turquoise 
color necklace was the contrast. Pale, 
pale beige was the color from hat to 
shoes of another costume. The slightly 
peaked natural color straw hat had a 
definite oriental look. A “flower wig’”’ 
hat in coral and coral shoes set off a 
natural color linen, bare neck dress. A 
gold costume was shown twice: once 
with a black patent bag and 
shoes and once with a gold bag. 

In one of the slides, scarves, belts, 
gloves and umbrellas were shown in 
turquoise, beige, yellow, string color, 
pale green and corn color. A slide fea 
turing shoes laid strong emphasis on 
pale beige to a warm medium brown. 
Another slide illustrated the diversity 
in decorations of heels and the sandal- 
ized stocking constructions. In jewelry, 
necklaces choker length or in multiple 
strands were shown. Gold, fresh water 
pearls, tuquoise and amber colors were 
important types. A new bulky “barrel” 
type hat was shown twice on the run- 
way; termed once a barrel sailor and 
once a barrel cloche. 
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Jobs In Fine Shoes From Fine Sources Since 1931 


79-81 Reade Street, New York 7, N. Y. 
Coble Address: ALBARISHOE + Phone WOrth 2-5180-1 


Mid-Atlantic Shoe Show 


‘al attention and 


AUTHENTIC MAJORETTE 


BOOTS 


STYLE 7611 Ladies 
Sizes 3'2 thru 10 
A & ¢ widths 


Priced at $4.15 


STYLE 6611 Misses 
Sizes 122 thru 3 
B'' & ''D"' widths 


Priced at $3.60 


CHILDREN'S Sizes 
B82 thru 12 D 
width 


Priced at $3.00 


INFANTS’ Sizes 4 
thru 8 D' width 


Priced at $2.40 





Illustrated Catalog 


on request 


Made by folks who know fine bootmaking 


ACME BOOT COMPANY 


Clarksville, Tennessee 
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PHILADELPHIA—Cal J. Mensch, show Geuting’ 


manager of the Mid-Atlantic Shoe Dr. A. Posner 


Show, scheduled to be held in this city Sebago-Moc 
January 15-18, said the coming show Child Life: 
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other held in recent years imer’s. Ph 


Exhibitor registrations were run Palmer. Ger 
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‘presentatives of the Mid-Atlantic To Be Shown All Over Country 


Shoe Retailer Association and the 
Mid-Atlantic Shoe Traveler Associa 
tion 

Another new feature of the coming 
show will be a discussion panel spon 
ored by Boot AND SHOE RECORDER and 
made up of leading shoe retailers from 3 
the Philadelphia area. 

The committee decided to mail out a 
Shoe Show Buyers’ Guide to a list of Three 
, Northwest 


{ men and boy 


hundred 


approximately 2,000 retailers, ales 

’ 1 ‘ 
men, travelers and allied tradesmen the film at 
a few weeks before the show early 
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@ Fast IN-STOCK service 


ae 
R B80 FREE CATALOG ; 4 : 
THE WILLIAM BROOKS SHOE CO. res Se Bearidl ecu y’ 


on sizes 1-7, A, B, C, One pair—or another 3 MILLION pairs— 
D & E widths from now, no retailer will 


Genuine GOODYEAR ever have to take 
WELT construction — 


$5.95 to $7.95 retail 1¢ in markdowns 


All shoes manufac- on the 
tured in our own 
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American Investors Purchase 
Israel’s Largest Shoe Chain 


New YORK A new company of 
United States investors has bought , 
rael’s largest retail shoe chain. The 23 
jutlets of Avnal Company, formerly 
called Bata, after its famous parent 
firm in Czechoslovakia, are now owned 
by the American-Israeli Holding Com 
pany 

The Avnal stores carry men’s, wo 
men’s and children’s shoes, all of which 
are made in Israel. The factories which 
upply these shoes employ American 
trained technicians for the most part 
Most of their machines also were pur 
chased in the United States 

The new firm was organized by 
Joseph Sugarman, part owner of the 
Jerusalem Shoe Company. Jerusalem 
Shoe was founded by Mr. Sugarman 
and International Shoe Corporation of 
Nashville, Tenn. International is still 
co-owner of the Jerusalem firm. 

Capitalization of American-Israeli 
Holding Company amounts to $400,000 
in Israel Independence Bonds, which 
were converted to 720,000 Israel pounds 
by permission of the country’s Ministry 
of Finance. 

The retail shoe firm was founded in 
Israel in 1931, as a branch of Bata. The 
name was changed to Avnal after 
World War II, but the Bata family still 
held 45 per cent. American and Swis: 
firms jointly owned 53 per cent of 
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Avnal at the time of sale, while the re- are Leon and Rhea Brown, and the 
maining two per cent was Israel-owned tore slogan is “Cradle to College.” 
The new owners announced they will Corbat’s featured Buster Brown 
improve distribution methods. They Shoes in smart casuals priced at $4.95 
hope to develop an export trade in to $9.95. A wall shoe display set up 
hand-made shoes. The American con by Alexander R. Cobat, president, also 
cern also hopes to invest in other local featured Air Step, American Girl, Dr 
Israel industry, possibly petro-chemi- Scholl’s, Nunn Bush, Roblee, Jumping 
cals and oil prospecting. Jacks and other famous brands. 
Michelson’s advertised and displayed 
official uniform shoes (of Holy Name 
Albany Shoe Retailers Take and Albany Girls’ Academies) at $6.99 
‘ a ell known brane $1zZes o 10 
Part in Magazine’s Promotion con ohio ida ee 
ALBAN Y—Several shoe merchants in At the Vogue Shop, “The Home of 
the area took part in Good Housekeep- Pro Tek-tiv Shoes for Children,” Air 
tred Shoes for women were sold in 
volume at 10 per cent off, as well a 
children’s and growing misses’ dress 
shoes. Slipper Sox were $1.98 


ng Magazine’s Week in Albany in 
which 183 prizes, first prize of which 
was an all-expense paid trip to Europe, 
were awarded. Coupons were printed 
in the Albany Times-Union and dis 
tributed by almost 100 retail store Operation ninterrupted 
Among the Albany shoe stores par 
ticipating were the Enna Jettick Shop, 
Famous Shoe Store, Corbat Boot Shop, MONTGOMERY, ALA.—-A complete re 
Michelson’s Shoes, the three Thom Mc- modeling program at the Marylin Shoe 
An stores; the Tinkle Shop, Young Store here was completed. 
Shoes, and the Vogue Shoe Shop, 201 Among steps achieved in the re 
Central Ave. modeling was the complete removal of 
The Young Shoe store carries a_ all existing interior fixtures, including 
complete line of children’s footwear, stock shelving, partitions, display 
including Stride Rite Shoes. Sales ad- cases, chairs, stools, and cash register 
vertised during the contest week in- stand. 
cluded specials on discontinued styles Through “segmentizing,” the entire 
in child’s and misses’ shoes at $4.97 job was carried out without interrupt 
and $5.97; the Classic Opera for misses ing daily sales operations. The entire 
with illusion heel at $6.97. Louis Tan- front of the building was removed at 
nen is head salesman, and the operators one time and a new front installed 


During Remodeling Project 
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NEWS OF THE 


Salesimen axw Suppers 


Army Changes May Affect Civilian Shoes 


QM Corps Producing First Experimental Full-Scale Lot of Leather 
Soles Tanned with a Completely Domestic Product, 
Canaigre Root Extract 


The U. S. Army is intro- 
ducing several innovations into mili- 
footwear, new features of 
which may later be incorporated into 
civilian footwear. Among these inno- 
vations are sole leather tanned entirely 
with a domestic tanning material, ca- 
naigre root extract; a single, standard 
dress shoe and combat boot for all the 
based on a new last; in 


30STON 


tary some 


armed forces, 
creasing the bond strength between the 
midsole and combat foot 
wear, and improved traction on the sole 
of combat footwear. 

This 


was to 


outsole of 


speech that 
at the 
Seminar of the 
Association’s National 
Chicago several weeks 
Walkey, chief of the 
Footwear and Handwear Branch of 
the QM Research and Development 
Command. Mr. Walkey was taken ill 
at the time, and his paper has just now 
heen released. 

The QM Corps, in cooperation with 
the Department of Agriculture, is pro 
ducing an experimental lot of 
quarter with tanned 
entirely of canaigre root extract. This 
represent the first full-scale 
duction lot of leather using this ex 
tract, a development which is part of 
the military plan to develop use of 
domestic tanning materials, At present, 
all vegetable tanning mate 
Thus, 


upply would 


was revealed ina 
have 


and 


been presented 


Leather Footweai 
Quartermaster 
Convention in 
ayo by R. A. 


low 
shoes sole leather 


] 
will 


pro 


prac tically 
| 


rials are imported by the U. S. 


n case of war, the U. S. 
be endangered. 

The Agriculture Department has de 
veloped methods for ca 
which can be grown in abun 
the Southwest, to near per 
fection so that it is ready for 
full commercial] use in tanning 
leather, both for military and civilian 


extraction 
naigre, 
dance in 
about 


scale 


application. 
The 


standardization 


leather footwear 
has made 
“considerable progress,” said Walkey 
The dress shoe for all the armed forces, 
under this program, will be identical, 
which will result in substantial econ- 
omies. The shoe for all branches of the 
armed services will be of the same last, 
leather, construction and color, 
At present, Mr. Walkey 
tests are being conducted with a new 
geometrically graded last, based upon 


forces 
program 


armed 


revealed, 


1955 


December |, 


a system devised by United Shoe Ma 
chinery Corporation, for military com 
bat leather footwear. Army combat 
boots made over these lasts now 
being field-tested. “By a year from this 
time,” he said, “we should have come a 
long way toward determining if this 
new last is satisfactory for adoption in 
place of the Munson last.” 


are 





Vincent Koch Replaces 
Pisani for Tober-Saifer 


Vincent Koch has been named sales rep- 
resentative for Tober-Saifer Shoe Manu- 
facturing Company. He will represent 
the firm's Jolene, Debtowners and Vic- 
toria Cross lines in New York, northern 
New Jersey, Connecticut and Delaware, 
replacing Dom Pisani. 





The are also “seri 
ously raising the bond 
trength between the midsole and out- 
sole on combat footwear, from the 
present five pounds to a minimum of 
pounds. Military footwear 
fications in “the future” 
will incorporate this new requirement 
Salvage studies of military footwear 
have shown a need for a firmer mid 
ole-outsole bond. Mr. Walkey said thi 
would only reduce 
would give extended life to the combat 


armed forces 


considering” 


ten peci 


immediate 


/ ‘ 


not hoe co bu 
hoot 

Another development in 
the improvement of 
soles of combat footwear. One of 
major military complaints that 
out of the Korean War was that 
[TURN TO PAGE 85, PLEASE] 


proce ! 
the 
the 


came 


traction on 


many 


Eagle Shoe Manufacturing 
Makes Sales Staff Changes 


EVERETT, MASS The 
Manufacturing Company, 
ly made some additions and a promo 
its force Joseph Bern 
recently of Baltimore, and 
Wright of Dedham, Ma: 
positions as factory sale 


Shoe 


recent 


Kagle 
Inc., 
tion in sales 
stein, 
Arthur E, 
taken 
representatives 
Mr. Bernstein, who will set up head 
quarter in Anveles, will trav 
the territory west of Denver. He wa 
graduated with a B.A from 
John Hopkins University in 1936, wa 
connected with Medwed Footwear 
pany from 1936-1939, organized 
owned Vacationland Moccasin Compan 
Me., from 1939 to 1942, He 
Middle Atlantic States fo 
Goodman Company of Co 
from 1049 up to hi 
connection with Kagle Mi Bei 
employed by the A. 8. Kreide 
tyled and 


large 


have 


Los 
degree 


Com 


ana 


in Bangor, 
traveled the 
the H ( 

lumbus, O., present 
tein wa 
& Son 


merchandised 


Company where he 


hoe calling on 
volume 
Arthur Wright was graduated fron 
Norwich University vorked for 
K. KE. and 
busine as a sale agent, rep 
ing Little Folks Shoe Company, R. B 
Ireland Shoe Company, Freeport 
National Shoe & Leathe: 
Company and during 1055, the \ 
Shoe 


use} 


and 


Taylor Corporatio: 


S} 
Company, 
eutney Company 

Ime Usel nN 


vho for 


vill sell vol 
Nitchy, 
represents 


t of the 


Fran 
year ha 
territory 
concentrate eling 
in, Minnesota, 
Kan a and Mi oul 

Paul W. Sand 


the 


tron 
affiliated 
heen named ale 


Southeast Midwest 


Pape Representing Plymouth 


MippLenono, MA R. ¢ 
been appointed sales repre 
Plymouth 

Arizona and Ne 
\ Marquett« { 
erved for the past three years as sale 
man the Mondl Manufacturing 
Company on the West t 

Thi 
Plymouth by Wil 


con 


Pape ha 
entative of 


Shoe Compan for Califor 


nia vada 


niversity graduate, he 


for 
(OA 
formerly e« 


territory wa 


for on Connolly 


will serve as sale iltant for a 
months before 
Plymouth Shoe 


Pape continue to 


retiring 

Mr 
thelr 
Haa 


Company and 
maintain 


7 he 


will 
office in 


Lo 


Room 1% 


Angele 


ales 
Building 





Freeman Corporation Fills All Top Offices 


Be_woiT, Wis.—W. E. Freeman, sec- 
of R. E. Freeman, a founder 
of the Freeman Shoe Corporation and 
the firm’s first president, has been 
elected president of the shoe manufac- 
turing company, filling the office left 
last May by the resignation of 
Cary. Mr. Cary had resigned 
the annual stockholders’ 
meeting when a new board of directors 
and Mr. Freeman was 
named executive vice-president. 

4t the November meeting of the 
board of directors, Bernard H. Semler, 
a C.P.A. and for the past six years 
tant controller of Johnson & John 
on urgical dressing manufacturers 
Brunswick, N. J., was ap 
general Mr. Free- 
Mr. Semler will be joined in 
management by the following ex 
John D. Tobias, vice-president 
in charge of sales; C. J. Wells, secre 
tary and assistant treasurer; Earl Tay 
lor, factory manager in direct charge 
of all production; W. C. Mooney, as- 
istant factory manager in charge of 
purchasing, scheduling and styling, and 
William F. Schmitz, general manager 
of retailing and merchandising 

It was also announced by the Free 
board that the commit 
the board of directors will hence 
fill the 
man, left vacant 
This committee comprise 
members 4. M. Kailing, real 
Milwaukee; T. J. Cassidy, 
engineer with Wisconsin 
Power Company, Milwaukee, 
on of an original investor with 
Freeman brothers who founded the 
Harry FE. Bills, president of 
Milwaukee 
and a son of an original investor, and 
John W president of the Len 
nox Furnace Company, Marshalltown, 
son-in-law of H. C, Freeman, 
These will 
chairman of 


ond son 


vacant 
H. 7 


following 


vas elected 


of New 
pointed controller 
man and 
Lop 


ecutive 


man executive 
tee of 
forth chair 


May 


board 


board 
last 
four 


position of 
also since 
estate 
ce ve loper of 
an industrial 
eleetric 
ind a 

the 
busine 
the 


Independent srewery 


Neorri 


Ia., and 


a company founder men 


rotate in functioning as 


WILLIAM E. FREEMAN 


regular meetings of the board, 
members of which include Rich 
Freeman, Mrs. R. E. Freeman, 
of a founder; Henry Hein, an 
original investor and retired Freeman 
executive; Mrs. John W. Norri Mr 
Tobias and W. E. Freeman 
The new president started 
company in 1937, 
ately after graduation from Beloit Col 
He worked in Freeman 
two years and then entered the 
home office, working up 
through various factory, office and sell 
assignments until he the 
armed forces, where he four 
World War II 
1948 to 1951, he traveled 
Indiana territory selling Freeman 
at wholesale. In 1951, he returned to 
Beloit to work in the retailing and me: 
chandising 


the 
other 
ard B 


widow 


the 
immedi 


with 
lr reeman 
le ue retail 
tores 
company ’s 
ing joined 
Sel ved 
year in 
the 


hoe 


From 


and became 


May, 1954 


departments 
treasurer and a director in 

With the exception of Mr. Semler, 
former president of the New Jersey 
Chapter of the National Association of 
Cost Accountants and nationally known 
planning and all 
of the Freeman Shoe Cor 
with the 


in financial control, 
office 


poration 


other 


have been firm from 


11 to 26 years 





Milwaukee Shoe Producers 
Building Second Factory 


Construction will soon 
tarted here for a new fac 
of the Herbst Shoe Company of 

Milwaukee, it the 

Area Development 

Corporation, 


LOMIRA, Wi 
branch 
was announced by 
Lomira Industrial 
lhe announcement said the state de 
partment of securities had approved a 
$63,000 bond sale to the con- 
truction, which will contain approxi 


finance 


mately 10,000 square feet of space. 

Che said the 
project is dictated by the need for ex 
pansion and that the operation of its 
not be affected 


shoe . 


hoe 


concern Lomira 


Milwaukee factory will 


Herbst 


expected to 


producers of children’ 
everal hundred 


It will buy the building 


employ 


vorkers here 


from the development corporation on a 


year land contract 


Lang Tenders Resignation 
As Selby Shoe Treasurer 


Glen F 
treasurer of 


PORTSMOUTH, O 
resigned as 


Lang ha 
Selby Shoe 
Company to accept a management post 
with an undisclosed 
turing concern 


eastern manufac 


Homer 
chairman of 


In a letter of resignation to 
C. Selby, president and 
the board of Selby, Mr. Lang re 
all and 
positions of the several subsidiary and 
affiliated the 
worldwide 


igned 
directorates, offices committee 
companies included in 
Selby organization 
The resignation is effective 
her 12 and in the meantime he is to 
assist Selby in locating a replacement 
He has been with the Selby firm 16 
years, coming here from Cleveland, 
where he was associated with Scovell, 
Wellington & Company, certified pub- 
lic accountants. Mr. Lang was super 
visor in charge of the Selby account. 


Decem 


First Soak in Maine Leathers 
Tannery Set for This Month 


BostToON—Because work is being com 


pleted considerably ahead of schedule, 
the first soak at the new tannery being 
built for Maine Leathers, Inc., in 
Dover-Foxcroft, Me., will be made early 
in December, Burton 
Davy, president of Beggs & Cobb, Inc., 
of which Maine Leathers is a 
ary. 

Outside work, he said, 
ished, and inside work is 
ahead of schedule, making 
to install modern tanning 
and equipment in time for the Decem 


according to G 
subsidi 


has been fin 


also well 
is possible 


machinery 


ber opening 

The company has also 
that plans are in progress covering new 
construction of a modern 
all of the 
This 


to expand present facilities and 


announced 


hou s¢ 
tech 


construc 


beam 
latest 
new 


incorporating 
nical developments 
tion 1s 
further increase the new tannery’s side 
leather production potential 


Hood Rubber Man Elected 
Export Group Vice-President 
WATERTOWN, MASS R. Mae 
Lean, assistant export manager of the 
Hood Rubber Company, a division of 
The B. F 
recently elected a vice-president of the 
New England Export Club, Ine., which 


James 


Goodrich Company here, wa 


JAMES R. MacLEAN 


of approximately 400 membe} 
from 


consist 


made up of leaders in exporting 

New England firms. 
Mr. MacLean ha 

member of the club fo 


Sentley 


active 
even years. He 
School of Ac 


been an 


is a graduate of 
counting and Finance. 
Lederer Handling Kickerinos 
MILWAUKEE Ralph Chi 
cago, has been named sales representa 
for the Kickerinos and Alaskan 
lines in Michigan, Ohio and Indiana, 
Irving Gerber, vice-president and gen 
eral salesmanager of the Hampton 
Corporation, has announced. M1 
Lederer 18 a veteran salesman, having 
formerly been f 


representative ol! 
Orchids for Tober Saifer Shoe Mfg 
Co St. Louis, Mo 


Lederer, 


tive 
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Consolidated National Shoe 
Opens Modern Boston Plant 


SANFoRD, Me.—The Consolidated Na- 
tional Shoe Corporation of Boston re- 
cently opened a new and completely 
modern factory here for the manufac- 
ture of footwear for its American Girl 
Division. Production is currently 
at the rate of 4,500 pairs per day. 

The old line shaft drive has been 
eliminated and with it the dirt and 
dust. Employes, therefore, have cleaner 
and more healthful surroundings. Fur- 
thermore, with each machine operating 
on an individual] motor, each stitcher is 
in complete control of his own work 
area as opposed to the previous method 
of one central motor powering rows of 
machines whether or not all machines 
were being used. Individual units intro- 
duce flexibility, also, because motors 
can be speedily for various 
kinds of operations which new styling 
dictate. 


Shoe 


changed 


may 

This up-to-date procedure speeds up 
production and at the same time cuts 
down waste costs. 


Men’s Store to Carry Shoes 


ALBANY, N. Y.—Steefel’s 
will new 
Delaware 


men’s wear 
branch in the 
shopping center which 
shoe department, ac 
cording to Robert Crocetta, store presi 
dent. This, Steefel’s fourth 
open this month. 


store open a 
*laza 
will include a 


store, will 


Army Changes May Influence 
Civilian Footwear Production 
[CONTINUED FROM PAGE 83] 


soldiers suffered foot and leg injuries 
from falling on the steep slopes as a 
result of insufficient traction on the 
oles of their boots. The QM Corps, 
working with the Industry Advisory 
Committee on Rubber Heels and Soles, 
has developed a series of five new and 
different types of tractions soles. Shoes 
have made with these 
soles, and tests in the field are now 
under way. Mr. Walkey said this de 
velopment represent “a major im- 
provement in our military footwear.” 

Still another development in military 
footwear process is the in 
boot. The insulated 
combat boot has already re 
placed the standard shoepae of World 
War II for cold-wet weather wear, and 
has proved a tremendous success. Mr. 
Walkey revealed that the Army i 
presently developing a new white ver 
sion of this boot for use in the extreme 
of the Arctic. 

A further development, as revealed 
by Mr. Walkey, is that the QM Corps 
is exploring the possibility of develop 
ing an insulated leather combat boot 
“that will preserve of the de 
sirable properties of leather in foot 
wear of this kind, and still provide the 
insulation 


already been 


will 


now in 
sulated combat 


rubber 


cold 


some 


advantages of non-wettable 


in the shoe.” 
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Approve General Shoe Bonds 
A $451,375 bid by 


Corporation, 


FRANKFORT, Ky. 
Cumberland Securities 
Nashville, Tenn., for bonds to finance 
construction of a new plant for Gen 
Shoe Corporation 
cepted by City Council 

The city 
cent interest bonds having value 
of $470,000 to build the plant. General 
Shoe, which has about 425 
its old plant here, has contracted to 
the new building for $30,600 a 


year on a 


eral here was ac 


issued 25-year 3% per 


face 
workers in 


rent 


25-year lease, to pay off 


the bonds and interest 


ook jo’ 


eadership 


in Dance Footwear | 


by 


Sandal Rubbers on New Last 


Rauway, N. J 
cept in 
have 
commodate 


There is a new con 


These 


fashioned to ac 


men’s sandal rubbers 
been especially 


both the 
men’s shoes as 


longer, narrowe! 


lasts in well as the 
popular brogue 

Tingley Rubber Corporation of Rah 
these 


a completely new last, which combined 


way have designed sandals over 
unlined molded construction 
enables easy fitting of all 
with only four They 
ed the 


made the hee! seat 


with their 
men’s shoe 
have widen 
the toe 
larger, thus making 


and off 


31Ze8 


broadened and 


801e, 


it easier to slip on 


for 


- manufacturer and distributor” 


HANDMADE 
HAND-LASTED 


@ Finest quality at lowest 
prices the value stand 


ard of the industry. 
IMMEDIATE 24-hour, In 


Stock service always. 


the COMPLETE 


dance footwear line- 


Prima is 
one 


source for all your needs 


studios, 
teachers and students 
everywhere. 


While for 
FREE 


IN-STOCK CATALOG 


Today! 


Endorsed by 


PRIMA Footwear, Ine. 


705 Ann Street, Columbus 6, Ohio 





The E. E. Taylor Corporation Announces Sales Staff Assignments 


ED FROESE 


Miles H. Baker, 
ident of E. E. Taylor Corporation, 
manufacturer of Taylor-Made 
Made Hand 


rod and 


DON FERRITOR 


FREEPORT, ME vice 
pre 
snoes, 
Paylor Fashioned shoes, 


golf 


boy 


hoes, gun shoes, and a 


line, announced the appointment 
men. 


Ferritor of 


of new sale 
Don 


ouri, 


Kansas City, Mis 
represent KE. E. Taylor Cor 
poration in the states of lowa, Kansas, 
Missouri Nebraska. 

Kd will travel in Illinois and 
Indiana. He was formerly men’s shoe 
Clark’s Store, Nissen’s 


will 


and 


Froese 


buyer at Shoe 


CARL PARSONS 


Shoe Store, and recently Rothchild’s in 
Oklahoma City, Okla. 

Carl Parsons of Salt Lake City, 
Utah, will represent E. E. Taylor Cor- 
poration in the states of Colorado, 
Idaho, Montana, Nevada, Oregon, Utah, 
Washington, and Wyoming. 

Mr. and Mrs. Earl Neelands, a 
husband-wife sales team, will 
states of Alabama, Arkansas, 

Mississippi, and southern 
Tennessee. Mrs. Neelands will present 
Taylor’s women’s and boys’ lines. The 
Neelands, their 


unique 
cover the 
Louisiana, 


former proprietors of 


MR. & MRS. EARL NEELANDS 


ANDY LANO ED CONNELL 


own store in St. Petersburg, Fla., bring 
a wealth of merchandising experience 
to their new position. 

Andy Lano of Portland, Me., will 
travel Maine, New Hampshire and Ve1 
mont. Mr. Lano, a graduate of Bowdoin 
acquaintance in 
formerly 


wide 
having 
baseball. 


College, has a 
athletic 
associated with 

Ed Connell is covering Masschusetts, 
Rhode Island and the greater part of 
Connecticut. He offers his accounts an 
excellent background in the retail shoe 
field. 


circles been 





Rapid Construction 
On Ed White Annex 


PARAGOULD, ARK. Construction is 
moving along rapidly on the new addi 
tion at the Ed White Junior Shoe Com- 
pany with the new building scheduled 
to be ready for usage within the month. 
Che new building will add 22,250 square 
feet of floor space to the factory, bring 
the total to approximately 85,000 square 
feet, With new equipment installed, the 
new addition will cost “well over $100,- 
000” and will necessitate the addition 
of 50 to 100 employees to the 350 now 
on the payroll 

According to Ed White, 
dent, the firm’s expansion program is 
“an anticipated 25 per cent 


Jr., presi 


based on 


a 


gain in sales volume over ’55. 

“We have never found our type of 
business so good,’”’ Mr. White explained, 
“and for the future we feel that it is 
going to be even better.” The Arkansas 
company manufactures infants’, chil- 
dren’s and misses’ shoes. 


Cobblers Adds to Sales Staff 


Los ANGELES—In line with the com 
pany’s current expansion program, 
Walter Braun, president of Cobblers, 
Inc., announced that Tom Hole will now 
earry California Cobblers and_ will 
cover the Pacific Northwest and Moun 
tain States. Mr. Hole is well-known 
to shoe buyers and retailers in this 
territory. 





Enna Jettick Salesmen at Spring Meeting 


ss 


as 


The line-up of Enna Jettick salesmen as they appeared at the Spring, 1956, Enna 
Jettick Sales Convention of Dunn and McCarthy Company, Inc., held recently in 
Auburn, N.Y. 


Sundial Shoe Company 
Presents Its Spring Line 
PORTSMOUTH, N, H.—The Spring line 
of the Sundial Shoe Company, a divi 
International Shoe Company, 
presented to approximately 75 
salesmen and executive personnel of 
the division at Wentworth-By-The-Sea. 
The new lines 
Roland G. Hamlin, 
women’s and children’s shoes, and Rob 
ert Neely, manager, men’s and 
boys’ shoes. In addition, Sundial’s 
1956 advertising program was 
presented, 
Speakers 


sion of 
was 


introduced by 
manager, 


were 


sales 
sales 
Spring 


Dan R. Blount, 
training director, International 
Company, and Edward Russell 
and Byrd Wenman, representatives 
from the American Newspapers Pub 
lishers Association. 
Also in attendance 
McCarthy, general manager of the Sun 
dial Frank E. Miller 


general International’ 


included 
sales 


Shoe 


Joseph I 


were 
Division, and 
manager of 


Eastern Division. 


Marketing Firm Established 


St. Louis Westheimer, who 


interest in 


Louis E 
recently relinquished his 
Westheimer & Block, advertising 
agency, has announced the establish- 
ment of Westheimer & Company, mar 
keting and counselors. 
The new firm is headquartered at 411 
North Seventh Street, St. 

Mr. Westheimer having sold his in- 
terest in Westheimer & Black to Frank 
Block, the St. Louis advertising agency 
known as Frank Block & As 


merchandising 


Louis. 


is now 


sociates. 
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CUSHION-SOLE 
CASUALS 


This popular finger-gore style in 

soft, pliable elk with buoyant Ps 
12-iron cushion crepe sole \~ 

retails profitably at $4 tA 
Order Now for immediate —_— 

Delivery. Tan or Brown V aa 
Case runs of 12, 18, 24 and 36 pair; size 
runs 6-12. Minimum order 12 pair. 


Write for Catalog and Price List 
HUBER stirrer co., aviston, itt. 


CL 


BOX HANDLERS 


i 


Empties 

UP SIDE down 
or full 

RIGHT SIDE up 


LONG ARMS 


handle the 
No falls, 
of time 
women's 
to 60" 

one for 
satisfied, 





Patented 


boxes quickly, easily, safely, 
reduces fatigue and saves a lot 
Do you need them for men's or 
boxes? What handle length, 24" 
$3.50 sent prepaid in USA. Order 
every section of shelving. If not 
return them. Your jobber or 


CARL BEEMAN 


Cedar Height Road Stamford, Conn 











Brown Officer Joins Institute 
New York—Henry B. Hall, trea- 
surer, Brown Shoe Company, St. Louis, 
has been elected to membership in the 
Controllers Institute of America. Es- 
tablished in 1931, the Institute is a 
non-profit management organization of 
controllers and finance officers from all 
lines of business. 
1955 


December | 


Alexander to Represent 
Arch Preserver for Selby 


Alex 
and 


PoRTSMOUTH, O.—James D. 
ander, previously vice-president 
general manager of the E. P. 
Company of Rochester, N. Y. has re 
cently joined The Selby Shoe Company 


Reed 


JAMES D. ALEXANDER 


Arch Pre 
New York, 


representing the woman's 
division in western 
eastern Ohio, Pennsylvania, Virginia, 
West Virginia, Maryland, Dela 
ware, it was recently announced by G 
D. Selby, assistant to the president 


server 


and 


Name New Smith Manager 

NEWMARKET, N. H.—Car! C. Seltzer, 
formerly merchandise manager of 
Daytimer Shoe Company of Boston, 
has been made merchandise and 
duction manager of the Sam Smith 
Shoe Corporation, 
the Little Yankee line of juvenile 

Prior to his association with Day 
timer, Mr. Seltzer had held positions 
with the Deb Shoe Company of Wash 
ington, Mo., and with Buskens, 
of Manchester, N. H 


the 


pro 


hoes 





Henry Rand New President 
International Shoe Company 


4 


Henry Rand, formerly vice-president 
of the International Shoe Company, as- 
sumed the presidency of the organization 
as reported November 15 in Boot & Shoe 
Recorder. The post was left vacant by 
the sudden death of his brother, Edgar 
E. Rand, October 26 during the National 
Shoe Fair in Chicago. 


manufacturers of 


Inc., 


TO 


ee er ee 


WOMEN'S SHOES 


re ee rE Fe 


SEND FOR NEW CATALOGS 
OF OUR DAYTIME AND 
EVENING SHOES 


< 


annahsons 


HAVERHILL, MASS. 


Beaudin Shoe Names Levine 
To Mid-Southern Territory 
as | he ¥ Ie Beaudit 


announced the appoint 


PA 


Company 


HANOVER, 
Shoe 
ment of Sid Levine of Greensboro, N. ¢ 
for Virginia 
North Carolina, and South Carolina 

Mr 
for 


as factory representative 


Levine has traveled that territor 
previously sel 
the retail tr 
the L. E 
thi 
Goodyear 


for 


almost eight year 


ing branded lines to acd 


He will nov 


din Shoe Company 


represent Beau 
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Flex-Mor Shoe Co. Rochester, N.H. 


Tanners Increase Production 


NEWARK, N. J.—Blanchard Bro. & 
Lane, and finishers of up- 
hoistery leather here, announced the 
inception of a building program to in 
crease the capacity of the Petersburg, 
W. Va. plant from 200 hides per day 
to 600 hides per day. It is expected 
that this program will b« 
during the 1056 


tanners 


completed 
veal 


C. S. Pierce Purchases 
Mullen Crayon Company 


Mass.—The C. S. Pierce 
ing Company, manufacturers of 
finishes, announced the purchase 
of the Mullen Crayon and Color Com- 
Stoughton, Mass. 
company will be moved to 
plant of C. S. Pierce and 
operated as a separate unit under the 
direction of James Mullen, founder of 
the company. 

Mullen Crayon and Color 
well known manufacturer of an 
line of 


repair 


BROCKTON, 
Dres 


shoe 


pany of 
Thi 


Brockton 


the 


Company 
are a 
extensive wax repair crayons, 
uede crayons, repairers and 
patent leather flow. The national dis 
tribution of their products will now be 
handled by the force of the 


C. 8. Pierce Company. 


sales 


Belgrade’s Moxees Division 
Appoints Joe Sanderson 


AUBURN, Me.—William Solar, 
president of the Moxees division of the 
Selgrade Shoe Company, announced 
the appointment of Joe Sanderson of 
Minneapolis, as representative in Iowa, 
Minnesota, Nebraska and Wisconsin, 
excluding the Milwaukee area. 

Mr. Sanderson, now presenting the 
new Spring Moxees line in this terri 
tory, was formerly with the Shoe Cor 
poration of America, serving for 11 
years as manager of stores in Minne 
sota, North Dakota and Wisconsin. For 
the three years he has been as- 
sociated with the Fashion Bilt Shoe 


Company of Pontiac, IIl., covering the 


vice 


past 


same territory 


Eby Shoe Picks McBride 
For California Territory 


EPHRATA, PA Fred A. McBride 
has been appointed representative fot 
Fleet-Air children’s was an 
nounced by the Eby Shoe Corporation 


shoes, it 


here. 


FRED McBRIDE 


Mr. McBride resides in Glendale and 
will the territory of California 
and Nevada. He has had years of ex 
perience in both and retail 
shoe fields. 


cover 


wholesale 


Charles S. Campbell Added 
To Geo. E. Keith Sales Force 


3ROCKTON, Mass.—Charles S. Camp- 
bell has been added to the sales force 
of the Geo. E. Keith Company and will 
carry the complete line of Walk-Overs, 
Keith Highlanders and Wm. Joyce 
hoes for men in the Middle Atlantic 
States. He has his home in Glen Rock, 


N. J 


CHARLES S. CAMPBELL 

long and 
retailing 
many 


had a 
experience in shoe 
as well as in wholesaling. For 
years he was associated with Marshall 
Field & Company of Chicago, and with 
Nordstrom’s in Seattle. More recently 
he has covered the East and Midwest 
with the of the J. P. Smith Shoe 
Company of Chicago. 


has 


Mr. 


uccessful 


Campbell 


line 


Shaw moving Into New Plant 
First Week in December 
Micu.—M._ T. 


for 
factory 


COLDWATER, Shaw, 
manufacturer of 
plan to move into its 
building, located here, during the week 
of December 5, 1955, it was announced 
by M. T. Shaw, Jr. 

Mr. Shaw said the factory con 
sists of 24,000 square feet of floor 
It is calculated to produce 1,500 
immediately after the 

1,800 pairs. 
the old Shaw 


,200 pairs per eight-hour day 


hoe men, 


new 


Inc., 


new 


space. 
shoes 
eventually, 


pairs of 
move, and, 
Present production at 
plant is 

Mr. Shaw made it clear the new plant 

et up entirely for production. Office 
pace, stock of finished and the 
torage of raw materials remain 
confined to the old plant which is close 
enough to the make it 


practicable to combine operations 


shoes 
will 


new plant to 


Joins Dewey and Almy 


CAMBRIDGE, MAss.—Henry J. 
has joined the sales force of Dewey and 
Almy Chemical Company, division of 
W. R. Grace & Company, according to 
an announcement made by Cary S. 
Giles, sales manager, Shoe Products. 

Mr. Gerrior will the com- 
pany as a specialist in shoe adhesives. 
He was formerly with Walsh and Cody, 
Inc., of Boston. 


Gerrior 


represent 
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Kiwi Polish Company Names 
Saint National Sales Manager 


PoTTSTOWN, Pa.—E. C. Saint has 
been appointed national sales manager 
of the Kiwi Polish Company, it was 
announced by Lawrence Emley, presi- 
dent of the American division of the 
Kiwi Polish Company, Pty. Ltd. 


E. C. SAINT 


Mr. Saint was formerly merchandis- 
ing manager for Pond’s Extract Com 
pany and before that a sales supervisor 
with Procter & Gamble Manufacturing 
Company. He will make his headquar 
ters at Kiwi’s new plant here. 


Lumbard-Watson Expands 
Line of Flats and Moce 


AUBURN, Mre.—An expanded line of 
Scampers flats, and hand sewn mocca- 
sins, which are sewn to true size, mark 
two new additions to the line 
of Lumbard-Watson Company. This 
marks an expansion of the firm’s estab- 
lished line of cushion type shoes for the 
woman to include the 
women and teenage market. Children’s 
and misses’ shoes have also been added 
to the hand sewn group. 

Italian style loafers in grain leath 
ers, as well as kiltie types are included 
in the flats. An embroidered pat 
tern with elastic top line is included in 
the hand sewn group. A special feature 
of the hand sewn moccasin group is a 
patented four-part cushion between the 
and upper leather. It i 
this makes it possible to hand 


asins 


new 


oldei younger 


new 


outer sole 
claimed, 
ew the 
fect fit. 
firm’ 


moccasin to true for 
This 
line of 


moccasins. 
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will go in 
hand-sewn 
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loafer 


feature 
basic 
and 


Building New Boot Factory 

Tucson, Artz.— The Stewart Boot 
Co., a firm with outlets throughout 
United States, Canada and Mexico, is 
building a new factory here. Ronny 
Stewart, of Los Angeles, president of 
the firm, said the plant will employ 
from 40 to 60 persons when it is 
opened. About 80 are expected to be 
employed when full production has been 
reached. 


1955 


December |, 


Shoe Women Executives 
Elect Slate of Officers 


YorK—Recent elections of offi 
Shoe Women Executives, Inc., 
were announced by Dorothea B. War 
ren, retiring president, as follows 
president, Helene O’Hara, fashion di 
rector of Allied Kid Company; vice 
president, Beth Levine of Herbert Le 
vine, Inc., New York; secretary, Helen 
Joseph, shoe coordinator, Popular Price 
Shoe Show of America, New York; 
treasurer, Sylvie Davidson, fashion co 
ordinator, J. Einstein, Inc., New York 
Members of the Board are: chai: 

man, Mrs. Warren; Eleanor Howard, 
fashion director, Town & Country 
Shoes, Inc., New York; Marian Marsh, 
vice-president, Marshall, Meadows & 
Stewart, Inc., New York; Margaret 
Clark Miller, Margaret Jerrold, New 
York; Barbara Trent, fashion director, 
Hermann Loewenstein, Inc., New York 
Officers and Board members hold of 
for one starting January 1 
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HALF SIZES 2 TO 8 
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Our Store Planning Division is ready 
to assist vou in opening another store. 


es py 
MOSINGER-COHN 
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BALLET SHOES 


EO PO rer ee 


NOW... more ExTRA 
PROFITS FOR YOU! 


|. Dance Ballet Slippers—pleated toe, full 
sole, hand lasted. In black, white, red, blue, 
green and yellow. All sizes, M & N widths. 


2. Dance Tap Shoes: in patent. Heel and 
toe plates attached. All sizes, M & N widths. 


3. Acrobatic Nature Sandals: sizes small 7 to 
Ladies’ 9; Men's sizes 8-D to 16-D. 


Top quality. Prompt service. Satisfaction 
guaranteed, Your area dealership now open. 
Write us now to get your share of your 


local dance trade. 


HOLLYWOOD 
PRODUCTS INCORPORATED 
P. O. BOX 628 COLUMBUS 16, OHIO 


Paule Chemical Salesman 
CHARLESTOWN, Mass The 


Chemical Corporation announced that 


George Relyea has joined the company 


as Canadian sales representative. Mr 


Relyea has been associated with Cana- 


shoe manufacturers fo 
years, the firm reported 


dian many 


90 


Paule 


Promotion Centered on Luxury Calfskin 


Bamberger's Newark, N. J. department store put the emphasis on leather in a 


recent window promotion with men's shoes. 


The window tried to convey the 


feeling of luxury leathers used in men's shoes for Fall. Spotlighted is Barrett & 
Company's Liama-finished Calf. 





Hamilton Provides Retailers 
Picture Postcard Service 

St. Lours—A unique and highly suc 
cessful method of publicizing its in 
stock merchandise has been devised by 
the Hamilton Shoe Company here. At 
tractive photographs of 24 patterns 
currently stocked have been reproduced 


Photo shows the face of one of the in- 

stock postcards. Message space on back 

carries full description of the shoes. 

Postcards may be used by retailers for 
local publicity. 


as postcards and mailed out to all 
Hamilton Company retailers at two and 
three day intervals. 


On the opposite side of the photo 


graph, on the traditional message half, 
a verbal description of the shoe is 
given, complete with details regarding 
the last, available heel heights, colors 
and leathers. The code price is listed, 
so that retailers have only to refer to 
their catalogue for information. 

While serving Hamilton as an atten 
tion-getter for in-stock orders, the post 
cards also offer a service to the re 
tailers. It tells them that 8x10 glossy 
photographs of the patterns also are 
available to them upon request, these 
to be submitted to local newspape! 
fashion editors for publicity on the spe 
cific they buy. 
mats also are available on 
nated instock patterns. 

According to Bea Beste, assistant to 
the president of Hamilton Shoe Com 
pany, the photograph postcards have 
produced very satisfactory results for 
the shoe firm. Too, she reports, retailers 
are most enthusiastic about the availa 
bility of the publicity photographs of 
shoes they have purchased. During this 
first seasonal use of the postcard sys 
tem, 24 of the 88 patterns in stock were 
featured, these representing the 
fashionable styles. 
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shoes 
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Wage Increase Granted 
By Endicott-Johnson 


Enpicort, N. Y.—Endicott-Johnson 
Corp. gave its 18,500 employes a four 
per cent increase in supplemental pay 
on October 10. The pay increase will 
average about $76 for each employe 
annually, the company estimated. 

The last previous general pay boost 
was in 1952. Since then, piece workers 
and hourly paid employes have been 
getting base pay plus 56 per cent. The 
new rate is base pay plus 60 per cent. 
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Classified AND Wa ul Ads 


SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 











i Fine Cepsinale for Alert Young Salesmen OO jncssnapiaiad au 


Qualified Men Will Have These Advantages |_| tote full time men or side-line men 


¢ You will sell on the road one of the nation’s most popular | aiid Sp ate 
rubbe cc C ne: 
4 ag on —_ : seiige gent heron € ns - INDIANA MISSOURI OKLAHOMA 

ou wi ave the advantage of a large, loyal dealer organ Prefer full time men or side-line men 
ization with a powerful advertising and sales promotion carrying non-conflicting lines. 
program to pave the way for you Send full particulars, age and also 
Your earnings will be limited only by your ability to produce specify present line being carried. 
with advances against commissions | All replies held strictly confidential. 
You w ave otection c ww finemene Hire 

ill have the protection of a company financed retire APT SHOE MFG. CO. 
ment plan, hospitalization, plus low-cost life and auto insur 
ance 
You will work for an organization that offers plenty of room 
for advancement either as a salesman or within the organ L's! INFANTS’ AND CHILDREN’S Pre 
ization itself. Many of our top executives are former road _ | Welts and Compo Shoes; Attractive line 
| with Stock Department Territories: Pennayl 


salesmen vania and Oklahoma Address: Box No, 370, 
care of Boot and Shoe Recorder, Chestnut and 


You Will Need These Qualifications Ot ey ee eee 
Youth: Between 25 and 40 years of age with a car or financial | 
ability to purchase one HELP WANTED 
Experience: Must have had some retail footwear experience 
Ambition: Eagerness for success and willingness to work for it 
Intelligence: Ability to plan your work and carry the ball with | SALES MANAGER 


43 Leon Street, Boston, Massachusetts 




















minimum supervision RUBBER FOOTWEAR 
Aggressive: Ability to tell our story convincingly. This is not an | 
order taker's job } Unusual opportunity with established and 

Sib “ iP hens growing company for right man Perfect for 
Promotion Minded: Willingness to take time to show dealers how | present Sales Manager who is stymied or 
‘ . 7 | Assistant Sal Man he ants to get 

they can merchandise our line most profitably | cheod. Must be fomillor with rubber foot 








Openings now available in several sections of the country ym’ pal __ aaperrenced io cation on 
| ’ elling volume accounts id chains 
Write telling us all about yourself in your first letter This man will have a challenge—to build 
| and manage a national sales organization 
Adtrees Ges 08, care beer & SHOE RECORDER, Chostant and 56th Streets, eeacesstcn 39, Pa His earnings will be in keeping with this 
ee responsibility. The future is unlimited. Write 
Pe si - “ in detail giving complete background. Re 
plies confidential 











Address Box 371, care BOOT A SHOE RECORDER 


HELP WANTED Chestaut and 56th Streets, Philadelphia 39, Pe 




















SALESMEN WANTED 
CERT NSE of ENGELS SMAERMEN 10 SHOE STORE MANAGERS =| S\'91!0)"\\. 


CONSISTING OF MEN'S, WOMEN’S, CHIL- 

Hay ol $ WELL KNOWN LINES OF SHOES & Progressive national shoe chain has open 

apt OPENING IN ANY TERRITORIES ings for shoe store managers. Excellent 

Address Box 364, care BOOT & SHOE RECORDER earnings and company benefits. Write in 
Chestnut and 56th Streets, Philadelphia 30, Pa confidence to 


Box 306, care BOOT AND SHOE RECORDER 
Chestaut and 56th Streets, Philadeiphia W, Pa 























CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified pavenining is 20 cents a word under any of our classified headings. Minimum amount 
accepted 18 words, $3.60. When a box number is desired, addressed to any of our offices, 12 words must be added for this 
and charged at the word rate. If advertiser's own name and address is used, count each word (street number is one word) 
at word rate. Classified advertising is payable in advance. Send check or money order with your copy. No accounts are 
opened for classified advertising except for regular advertisers on contract 


The rate for all displayed or boxed in classified advertisements is $14.00 an inch with a maximum of 4 words per inch. 


Notice: Classified Advertisements Should be Addressed to Our Philadelphia Office—Séth & Chestnut Streets, Philadelphia 39, Pa. 
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SALESMEN WANTED 
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SALESMEN WANTED 


Manufacturer of Nationally known Children’s 
Genuine Goodyear Welt Process Shoes, Women’s 
Flexible Walking Shoes and Children’s Stitchdown 
Process Shoes, for Distribution to Retail and De 
partment Stores, on Commission Basis. Non-Con 
flicting side line may be carried. Following States 
Open: Delaware, Maryland, Virginia, West Vir 
ginia, Tennessee, North Carolina, South Carolina, 
Georgia, Alabama, Mississippi, Louisiana, Arkan 
sas, Missouri, lowa, Indiana, Kentucky, Ohio, 
Michigan, North Dakota, South Dakota, Nebraska, 
Kansas, Oklahoma, Texas, New Mexico, Colorado, 
Wyoming, Montana, Utah, Arizona, Nevada, Wash 
ngton, Oregon and Idaho 

Write giving complete information about yourself, 
your experience, territory desired, and references 
All replies held in strict confidence 


M. BECKERMAN & SONS, INC. 


1220 BROADWAY, NEW YORK I, N. Y. 

















LINE WANTED 








WELL ESTABLISHED (26 YEAR OLD), RE- 
TAIL SHOE OPERATION IN NORTHERN 
NEW JERSEY, featuring moderate to better 
Footwear would welcome a Reputable 
Brand Line of Footwear in Lower Price 
Bracket on Consignment basis Good op 
portunity to the right source 


Address Box 395, care BOOT & SHOE RECORDER 
Chestnut and 56th Streets, Philadeiphia 39, Pa 
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SIDELINE SALESMAN WTD. 


ORNAMENTS, Shoe Bows, small tray, HOT 

numbers Highest commission Address 
#310, care Boot & Shoe Recorder, Chestnut and 
56th Streets, Philadelphia 39, Pa. 


WANTED - 
Children's 
Mfgr., 





SIDELINE SALESMEN for 
Casuais GARDNER SMITH, 
3647 Ohio Avenue, St. Louis 18, M« 
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Foot Growth 
and Shoe Sizes 
[CONTINUED FROM PAGE 63} 


“standard” rate of growth. This means 
that parents and shoemen must keep a 
constant watch on a child’s foot growth. 
In six months a child’s foot may grow 
only one size, and in the next six 
months grow two and a half 
That’s what is meant by “spurt” 
growth. What’s more, the “spurts” 
come at different times with all chil 
dren, 

This factor, say the Potvins, sig 
nifies that a strong educational job 
needs to be done with parents: the job 
of constantly checking on tots’ shoes 
to see if the shoes are outgrown. 

All the quads have remarkably 
straight and strong toes. It may be 
said that perhaps fewer than five per 
cent of all children at the age of 3% 
years can boast of all their toes being 
straight. At this age the fourth and 
fifth especially, begin to “cur] 
under” as a result of shortened shoes 
the failure of parents to be sufficiently 
attentive to outgrown shoes in their 
tots. Thus, the significance of the Pot 
vin study, in this that if 
new fittings are frequent enough, and 
adequate care is taken with proper 
size and last, all children can grow up 
with strong, straight 

The Potvin foot and 
studies on the Manning quads will con- 
tinue for some years ahead, with de 
tailed recordings made as a part of 
this progress report. It should 
prise a real contribution to the knowl- 
edge of child foot development and its 


sizes. 
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To Sell Foot Flairs Line 

MARLBORO, MASS.—-The appointment 
of Paul H. Dewey to sell Foot Flairs 
shoes in West Virginia, Kentucky and 
was announced recently by 
Philip G. Shank, sales manager of Mu 
tual Shoe Sales Company, of Mar|]boro 

Mr. Dewey is an Air 
and an alumnus of Ohio State Univer- 
sity. He was formerly a member of the 
sales staff of Williams Shoe. 


Tennessee 


Force veteran 


Golo Footwear Appoints Falk 


DUNMORE, PA.—Golo Footwear has 
announced the appointment of M. R. 
Falk as its sales representative in 
Kentucky, Tennessee, and parts of 
Virginia, West Virginia, Illinois, Indi 
ana and Ohio. 


M. R. FALK 


Mr. Falk is a veteran of 18 years 
in the women’s retail shoe business, 
having served as both shoe buyer and 
manager for various companies. 
He will handle the complete Golo Foot- 
wear line which includes Golo of Dun- 
more, G-Flats by Golo, and the ‘Tween 
children’s 


ales 


line of shoes. 


British Welleo Shoe Affiliate 
In Two-Year Modernization 


WAYNESVILLE, N. C.—Pirelli Ltd., a 
Wellco-Ro-Search affiliate, has embark 
ed upon an extensive scheme of modern 
ization and enlargement at their factory 
at Burton-on-Trent. It will take 
around two years to complete, when the 
factory buildings, which now cover 16 
will extend over 32 acres. 

The plans provide for a great in 
crease in the accommodation for the 
manufacture of rubber footwear, and 
will make available the additional fa 
cilities necessary for a long-term pro 
gram of development of their ranges of 
“Spongease” slippers, “Euston” and 
“Holborn” industrial rubber boots and 
women’s shoes and sandals. It will also 
them in due time to introduce 
new articles into their range of rubber 
footwear. 


acres, 


enable 


Newest Thom McAn Opens 
In Chicago Shopping Center 
Cuicaco—A new Thom McAn out- 
let opened in the Scottsdale Shopping 
Center. The modern showcase - type 
shop is constructed almost entirely of 
glass and is located on an “island” of 
its own in the triangular shaped Cen- 
ter. 
The store, twenty-second outlet for 
Thom McAn shoes in Chicago, has 
dusty rose walls and yellow armchairs 
in the women’s department and yellow 
walls and copper-colored chairs in the 
men’s department. 
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SURPLUS SHOES 
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MOSINGER-COHN 


1235 Washington. St. Lovis 3, Mo 
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BROITMAN - GAFFIN 


SHOES, INC. 


146 DUANE ST., N. Y. C. BE 3-7290 
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BARIS ‘BUYS for CASH. 


Quick decision on your offers of discontinued and 
surplus men's, women's and children's shoes. 
Also complete stores considered 
Jobs in Fine Shoes From Fine Sources Since 1931 


79-81 Reade St. * New York 7, N.Y. © Tel: 


Faroraraalen 


ry y 
FIN u 
FOR CASH WW i 0 


V Quality Shoes \ Complete Stores 
J/ CLOSEOUTS OR SURPLUS 
from Mfgqr. or Retailer 
Any Quantity . . . Any Time! 


For Quick Action 
Write, Wire or Phone 


COCR A SOSBw: 6) Ss: Beast 


CE 1-4898 CE 1-3762 


QUALITY SHOES SINCE 32 
“WHILE IN TOWN SEE WEIL” 











WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCKS 


Write or Phone 
LOmbard 3-2062 


CAMITTA SHOE CO. 
120 No. 4th St. Phila. 6, Pa. 


ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR TOO SMALL 
George J. Arronson Associates 


157 DUANE ST., NEW YORK, N. Y. 
RECTOR 2-4170-4171 








SELL YOUR STOCK 


BRANDED LINES 


High Quality Shoes Preferred 
e DISCONTINUED LINES 
e CLOSE-OUTS 
Ladies’, Men's & Children’s 
Entire Stock or Portion for Cash 


BARSH & CO. "1," {th 5 


Phila. 6, Pa. 
Write or PHONE - MA 7-1666 














WE PAY MORE because WE ARE RETAILERS 


WE BUY MEN'S, WOMEN'S AND CHILDREN’S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


HEMPSTEAD SHOE CO., INC., 269 FULTON AVE., HEMPSTEAD, L. |., N. Y 
Max L. Meltzer, Pres. Ivanhoe 1-98630 











MY HOBBY 
Buying, Selling Shoes for 36 years 
CASH TOP PRICES 
Discontinued stocks 


HARRY HESS 


76 Reade Street New York 7, N. Y 
Telephone: WOrth 2-896! Beekman 3-767! 




















YOU DEAL WITH CONFIDENCE WHEN YOU DEAL WITH THE ORIGINAL 
SAM CAMITTA & SONS 95 Reade St., New York 13, N. Y. 


COrtiandt 7-6378-9 
Foremost Cash Buyers of Fine Shoe Jobs Since 1906 


Surplus Stocks © Closeouts @ Complete Stocks @ Yo Name B 

















No More Coffee 
No More Beer 
This Gala Season 


Of The Year 


WHAT WILL 
YOU HAVE? 


You 

Can Afford 
CHAMPAGNE | 
With Your Dinner 
} 
i 





IF YOU SELL TO 
LOUIS CAMITTA & SON | 


G1 READE BT., NEW YORK, N.Y 


wo 063 
formerly with $. CAMITTA & SONS | 











WE BUY CLOSE OUTS, SHOE STORES 
LEASES ASSUMED 
YOUR NAME PROTECTED 


B. & R. SHOE CORP. 
74 READE ST., NEW YORK 7, N. Y. 
WORTH 2-6358 
RALPH VOGEL 


TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
ALWAYS RELIABLE 
132 No. 4th St. Phila. 6, Pa. 
Phone LO 3-9533 

















Buy Savings Bonds 











1965 


December |, 








WANTED TO PURCHASE 








CASH PAID FOR 
SHOE STORES 


CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


101 DUANE ST. NEW YORK 7, WN. Y. 
Telephone WOrth 2-2616 








MORRIS BAYROFF 
formerly with M & R Shoe Co. 
1S NOW LOCATED AT 
157 DUANE ST., N.Y.C. 
Telephone REctor 2-4249 
Highest Prices Paid for 
Complete Stores & Closeouts 
Leases Assumed 











CLOSEOUTS Worn 
ete hoe for Women, Children and 

Me ROBT ORR & ON, Expo Estab 
1879 ] Kast Broadwa New York 


A WAY BUYING 
PD 





FINDINGS FOR SALE 








DECEMBER SPECIAL OFFER 


You dowt have to lose sales when you use a 
Sale Saver 
@ Gray Feit Jimmies 
@ Thin Cork Jimmies 
© Cloth Covered Foam Jimmies @ $4.25 Gr. Pr 
5 Grose—Your Assortment—Min. Order 
Order Your Supplies During Low Price Offer 


BERKO SALES COMPANY 
27-22 30th Ave., Long Island City, N. Y. 


@® $3.25 Gr. Pr 
@ $1.10 Gr. Pr 














BUSINESS OPPORTUNITY 





NITY h FOR SOME 
MAN wh wants to have his own 
thopedic store in New Jersey Well 
Vriced for Quick sale Reasonable 
ri irt \ddre Box care 

‘ t hestnut and oth 


OPPORTI NOCH 


YOUNG 
usiness. Of 
estab hed 


Shoe Firm, Union, Sign Pact 

Port COLBORNE, ONT.-The Humber 
stone Shoe Company, Ltd., and a local 
of the Amalgamated Meat Cutters and 
Butcher Workers of America, AFL, 
signed a new agreement 

The 18-month provides 
higher wages, Rand formula, payment 
by the company of half the cost of 
physicians’ services and other changes, 
chiefly in grievance procedure 


contract 


Two Salesmen Added 
By Milwaukee Shoe Co. 


MILWAUKEE—T wo representa- 
tives have been added by the Milwau- 
kee Shoe Co., manufacturers of shoes 
for men and boys, including the Mil- 
waukee King line. They were ap- 
pointed by 8S. D. Spoerke, sales man- 
ager 

Thor U. Ramsing, San Antonio, Tex., 
has been named to the Texas territory, 
and Sam Steinhart, Culver City, Calif., 
has been made California representa- 
tive of the shoe company. 


sales 


94 


Sundial Appoints Sielian 


Sr. Louis Henry L. Sielian, Jr., 
has been appointed Sundial’s sales 
representative of boys’ and men’s shoes 
in central New York and northeastern 
Pennsylvania, according to Robert N. 
Neely, manager of this Internationa! 
Shoe Company division. Mr. Sielian, 
who replaces George Soufleris, wil! 
make his headquarters in Auburn, N.Y 


HENRY L. SIELIAN, JR. 


Associated with Sundial for the past 
year in its sales training program, Mr 
represented Inter 
Corporation. 


Sielian formerly 
national Shoe Machinery 


Sprague Heads Corporation 


MAss 
elected 


Charles F. 
president of 


Sprague 
has the 
Hoague-Sprague Corporation, of Lynn, 


LYNN, 


been 


it has been announced by the board of 
directors of the United Shoe Machinery 
Corporation. Mr who has 
active in the management of the 
and machinery com 


Sprague, 
been 
box making box 
pany since becoming a partner of H. 
Morton Hoague in 1908, has been vice 
succeeds 


president. As president he 


Mr. Hoague, who died recently 


Huskies Trophy of the Year 
Awarded to Comins Group 


YorK—Robert E. Comins of 
Robert E. Comins, Inc., 907 Fifth Ave- 
nue, was awarded the 1955 Huskies 
distributor-of-the-year trophy in a pre- 
entation which climaxed the first na- 
tional conference of Huskies shoe dis- 
tributors in Chicago’s Hotel Bismarck. 

Huskies president William Manowitz 
presented the trophy to Mr. Comins’ 
organization, one of 19 exclusive dis- 
tributorships which serve 12,000 Hus- 
kies retail and department stores 
throughout the nation. Sidney Cher- 
new, Comins sales manager, received 
individual participation award plaques 
in behalf of each salesman. 

As part of a nationwide distributor 
set-up which is unique in the shoe in- 
dustry, Robert E. Comins, Inc., is the 
exclusive warehouse-distributor serving 
nearly 900 shoe retailers and depart- 
ment stores in Western Pennsylvania, 
West Virginia and Western New York 


New 





MERCHANTS’ NEEDS 





The Brannock Junior is especially de- 
signed and calibrated for the correct 
fitting of children’s shoes. Size Range 
from Baby 0 to Misses size 5. 


ALL MODELS $15 


Available at special cooperative price if 
ordered through certain shoe manufac- 
turers. For this list and full details write to 


THE BRANNOCK DEVICE CO. 


Syracuse 3, New York 





Wlals wv Ddeas 


FOR VOUR 


NEWSPAPER, ADVERTISING. 


—if youadvertiseinnewspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
An outstanding service of 
carefully written copy, photo- 
graphs and beautiful art work 
for direct mail and news- 
paper advertising. 


Vincent Edwards Idea Clipping 
Service 


Actual newspaper tear sheets 
of ads of shoe stores; you se- 
lect the exact stores and 
cities you want to see or 
leave the selection to our ad- 
vertising staff. 


VINCENT EDWARDS & CO. 


World's largest advertising 
service organization 


342 Madison Ave. 
New York City 








State. It is the only company authorized 
to distribute Huskies complete line of 
popular-price sport shoes, flats, moc- 
casins and playshoes for children, teens 
and women in the territory. 


Three New Joyner Outlets 
Three 
under the supervision of Bob Joyner, 
are among the prominent departments 


SALEM, ORE. shoe outlets 


home of the 
Store, 


of the new $8,000,000 
Meier & Frank Department 
opened in Oregon’s capital. 


Boot and Shoe Recorder 








No 
Substitute 
For Cash 


CROMPTON 
RICHMOND 
4 COMPANY 


] 
4 


3 
4 
4 
| 
| 
4 
I 
j 


INCORPORATED 
| 
j 


FACTORS 


It is ready for any emergency. It solves a host of 
business problems. It enables you to make and sell 
more and better merchandise — and to deliver it on 


time, when it is worth most to your customer. 


Cash is what you get quickly and continuously when 
you are Factored by Crompton... cash as often and 
as soon as you ship... without recourse... and 
without any further concern or costs in crediting 


and collecting. 


The Human Factor 





1074+ Tuenue of the e TG mericas New Yo hk 18, « NV, 4. 








Acme Boot Co 
\itsehul Juli ("« 
Amalgamated Leather 
Armour Leather Co 

Arronson, Geo, J \ 

\ > ‘ ('o 


Kdwa 


December |, 1955 








: 
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The Shoe Stylist... 


..and the SHANKS in his or her shoes 


Style is basic. Style sells shoes. 


That’s why shoe manufacturers put so much time, 

money and effort into styling. 

To keep styles ‘in style’ longer, many make it a point to use 
United Shanks. The right United Shank complements styling, 
preserves the basic lines of the shoe, gives your customer a better 
product. United Shanks are Vita-Tempered for extra strength 

and freedom from distortion. They fit like the master models. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


VITA-TEMPERED STEEL SHANKS 


Boot and Shoe Recorder 





nothing has more 
grown-up glamour 


PATEN 


by 
C enidl 
“o® 


C@OELOwWiaAt Tra RAIN SG CoOo., I 





BOSTON 11, MASS 


Youngsters “On the Go” 
Have Made Dxeoncen 7 


[iT pf (ie 


THE ALL BOYS’ ACTION SHOE 


GROW and GROW ana GROW 


Five YEARS AGO, Gerberich-Payne, realizing the 
vast potential of the Out-of-Doors Camp and Campus 
Market, designed and built GEEPEES specially for it. 
GEEPEES is a short, compact line and brings you 
everything you need to sell this growing army of 
youngsters who spend most of their time on the go 
in active sports. It features just the styles they want 
in lightweight, flexible, yet longer wearing shoes. 

GEEPEES, ‘The All Boys’ Action Shoe" is a strong 
brand name and is confined exclusively to Gerberich 
dealers. The growth which it has attained in four 
short years is best proof of the soundness of the 
GEEPEES program. 

GEEPEES are nationally advertised in Boys’ Life 


and Parents’ Magazine. 








5 Styles IN-STOCK 


for GERBERICH Dealers 


In Canada: J. LECKIE & CO., LTD. 
GERBERICH-PAYNE SHOE CO. MOUNT JOY, PENNSYLVANIA 





